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Commercial Refrigerator Makers Set Up 


Trade-In Allowances for Used Boxes 


(Concluded from Page 1, Column 1) 

dealers and salesmen on the advan- 
tages of following a standard policy 
with regard to used equipment, Mr. 
Sullivan says. 

Figures shown in the _ trade-in 
schedule are the results of an ex- 
tended analysis made by CRMA 
members covering their own trade-in 
experience over a period of time, 
Mr. Sullivan declares. Each member 
was asked to analyze his records for 
two years, and report to CRMA’s 
appraisal committee what the aver- 
age allowance had been for various 
types of equipment, excluding obvi- 
ously extreme cases. 

Resulting figures, combined as a 
group average, are the ones used in 
making up the trade-in schedule. 

Because they represent § actual 
allowances in most cases, the figures 
listed are apt to be rather generous, 
Mr. Sullivan states. In making up 
the list, however, CRMA’s appraisal 
committee took note of the fact that, 
while some old equipment may be 
practically worthless, as far as re- 
sale value is concerned, the cus- 
tomer has been educated to believe 
that it is worth something, and prob- 
ably will not purchase new equip- 
ment unless he receives some allow- 
ance for his old case or cooler. 

Recognizing this condition, the 
committee has placed a small trade- 
in value on some items (such as 
12-ft. single-glass display cases) 
which are practically worthless as 
resale items, Mr. Sullivan points out. 

In their educational campaign in 
connection with the distribution of 
the trade-in schedules, members of 
CRMA are attempting to show their 
dealers and salesmen the dangers of 


unwise used equipment allowances, 
* * * 


© 


and are urging them to adhere 
closely to the maximum allowances 
listed,- Mr. Sullivan says. 


| 


Eventually, the association hopes | 
to reduce these allowances to the | 


point where the trade-in will not 
constitute an important factor in the 
average sales transaction, he adds. 

“Since a lot of salesmen are obliged 
to assume their own trade-ins as 
part of their commissions, we regard 
this plan as more of a benefit to the 
salesman than to the manufacturer,” 
Mr. Sullivan declares. 


“The manufacturer gets his money | 


for the equipment; 
salesman has been able to hold his 
allowance down, he may find that his 
entire commission is tied up in a 
piece of equipment that eventually 
he may have to haul to the city 


dump.” 
Members of the CRMA trade-in 
appraisal committee, who spent 


nearly a year compiling and con- 
densing statistics for the schedule, 
are H. C. Schmidt, 
Butchers’ Supply Corp., Cincinnati; 
W. B. McMillan, Hussmann-Ligonier 
Co., St. Louis; and J. W. Hart, Mc- 
Cray Refrigerator Co., Kendallville, 
Ind. 

The complete trade-in allowance 
schedule, as 
members, is as follows: 


Westinghouse Pays Bonus 


EAST PITTSBURGH—Board 
directors of Westinghouse Electric & 
Mfg. Co. recently authorized a spe- 
cial Christmas payment to employes, 
computed on the basis of $1 for each 
year of service with the company, 
plus $5. 


Schedule of wo" Allowances for 
USED Commercial Refrigerators 


The following allowances represent maximum appraisal values of fixtures 


offered in part payment for new equipment. 


They apply only if fixtures are 


in good condition, and require a minimum of expense to place them in 


salable condition. 


If the cost 


allowances should be _ scaled 


of reconditioning will 
down accordingly. 


exceed a reasonable figure, these 


In no event should an 


allowance be such that the cost of handling and reconditioning cannot be 


fully recovered in the resale. 


Important: 


choppers, scales, coils, or other accessories. 


Single Duty Length of Case 
Standard Type 6 Ft. 8 Ft. 10 Ft. 12 Ft. 
1. Single Glass $24.00 $31.00 $38 .00 $41.00 
2. Two Glass 27.00 42.00 51.00 60.00 
3. Three Glass 41.00 47.00 69.00 74.00 
Ploor Cases 
Center Bunker; Three Glass $32.00 $37.00 $47.00 $55.00 
Floor Cases 
End Bunker; Three Glass $35.00 $41.00 $48 .00 $57.00 
Double Duty 
Standard Type 
1. Two Glass $56.00 $72.00 $80.00 $102.00 
2. Three Glass 70.00 78.00 101.00 110.00 
Pull Vision 8 Ft. 10 Ft. 12 Ft. 14 Ft. 16 Ft. 
End Bunker; Three Glass $63.00 $65.00 $93.00 $102.00 $120.00 
Preezer Cases 
End Bunker; Three Glass $47.00 $57.00 $70.00 $83.00 $95.00 
Market Coolers—4-Inch Walls 
4x5 1x6 5x6 6x6 7x65 7x6 8 x 6 8x8 10x 8 
$39.00 $49.00 $55.00 $71.00 $75.00 $81.00 $90.00 $107.00 $112.00 
Market Coolers—5-Inch Walls 


4x5 4x6 


$46.00 $56.00 $63.00 $76.00 


Market Coolers—6-Inch Walls 


4x5 4x6 5x6 


$48.00 $56.00 $66.00 $77.00 
Grocery Refrigerators* 
6 Door 


$39.00 


5 Door 


$33.00 


4 Door 


$24.00 


Restaurant and Hotel Refrigerators* 


*Long door to be considered as two 


x 6 6x6 7 


6x6 7 


x 


$85.00 


x 


$86.00 


small doors 


5 7x6 8x6 8x8 1x8 


$91.00 $101.00 $112.00 $130.00 


5 7x6 8 x 6 8x8 1x8 


$94.00 $105 .00 $120.00 $135 .00 


7 Door 8 Door 9 Door 


$44.00 $47.00 $51.00 


4 Door 5 Door 6 Door 


$45.00 $55.00 


$32.00 


Cincinnati | 


issued by association | 


of | 


No allowance whatever should be made for meat blocks, 


but, unless the | 


Pioneer Is Gone 


E. E. McCRAY 
* 


* * 


| Pioneer in Display Case 


Field Dead at 80 


(Concluded from Page 1, Column 2) 


of $500 in an old skating rink on 
Mitchell Ave. With his father, Hiram 
McCray, he began small-scale man- 
ufacture of commercial refrigerators, 
using a second-hand threshing ma- 
chine to develop the power used in 
running the machinery. 

People came in from the surround- 
ing country to see the first refrig- 
erators built. One of the first orders 
came from Illinois. The cooler was 


built and shipped to its destination 
on a railroad flat car. 

But the refrigerator was too large 
to go in through the store’s regular 
entrances, so that a side of the 
building had to be removed before 
installation could be completed. In- 
stallation expense _ resulting from 
this happening led to the develop- 
ment of the sectional cooler, it is 
claimed. 

Another refrigerator, built by Mr. 
McCray for his mother’s use, was in 
continuous service for 37 years. 

From the initial skating rink site, 
containing less than 2,500 square 
feet of floor space, Mr. McCray 
watched the company grow into an 
industrial organization occupying 
310,000 square feet of floor area, 
more than 100 times the original, 
and with the second-hand threshing 
machine engine replaced by a modern 
300-hp. power plant. 

Surviving Mr. McCray are his 
widow, Mrs. Lena McCray; a 
daughter, Mrs. Sarah Candler, of 
Atlanta; a brother, Homer McCray, 
and two sisters, Mrs. Cora Stahl and 
Mrs. H. H. Macomber of Kendall- 
ville. 


Marsden Heads Servel 
Sales in Cincinnati 


CINCINNATI — Chris Marsden, 
formerly special representative of 
Servel, in Florida, has been appoint- 
ed district sales manager in Cincin- 
nati, it was announced by George 
S. Jones, Jr., Servel vice president 
and general sales manager. 

Mr. Marsden’ succeeds C. A. 
Spiegel, who has been transferred to 
the company’s sales promotion de- 
partment at Evansville, Ind. 


| 
| 
| 


CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 
light-face type only, one insertion, $2.00, 
additional words four cents each. Three 
insertions $5.00, additional words ten 
cents each. 

PAYMENT in advance is required for 
advertising in this column. 

REPLIES to advertisements with Box 
No. should be addressed to Air Condition- 
ing and Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 


POSITIONS WANTED 


MECHANICAL ENGINEERING graduate, 
trained in refrigeration and air condi- 
tioning, desires connection with responsi- 
ble manufacturer, distributor or dealer 
in service, estimating or sales work. Age 
27. Free to travel. Excellent references. 
Box 1003, Air Conditioning and Refrig- 
eration News. 


PATENTS 


HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 
experience in refrigeration engineering. 
Prompt searches and reports. Reasonable 
fees. H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


REPAIR SERVICE 


DOMESTIC CONTROLS repaired. Ranco 
pencil types $1.75. General Electric, Cutler- 
Hammer, -.Tag, Penn, Ranco box types 
2.00. Bishop Babcock, Majestic, Penn 
magnetic types $2.50. Mayson and Detroit 
valves $1.15. Thermostatic expansion 
valves $3.50. All calibrated to factory 
specifications. UNITED SPEEDOMETER 
REPAIR COMPANY, 436 West 57th Street, 
New York City. 


CROSS SECTION 


SHOWS PART of 
Thermostatic 
Expansion Valve 
Model 210 
Capacity 1 to 4 tons 
“Freon”. Can be had 
for Methyl Chloride 
or Sulphur Dioxide 
Notice Monel Metal 
screen on intake side 
which prevents sedi- 
ment from lodging 
under needle Leak- 
— body of forged 
yrass, electro tin 


plated. 


\\ 


— 4 


a 


Exceptionally Large 
Diaphragm Area . . . 


Compare the EXCEPTIONALLY LARGE 
DIAPHRAGM used in A-P Valves. Here's 
proof of Super-sensitivity in Expansion 
Valve efficiency. In this large-area Dia- 
phragm will be found the reason why A-P 
Valves can hold the desired superheat 
within narrow limits that are little short of 
phenomenal. Sealed, Leakproof, strong 
and durable, no A-P Expansion Valve has 
ever failed at the diaphragm. 


{py Expansion Valves... 


Accuracy of operation under adverse as 
well as normal conditions, dependability 
and trouble-free service in Air Condition- 
ing and Refrigeration installations of all 
types and sizes,— make A-P Expansion 
Valves profitable for Refrigeration Service 
Men as well as Users. 
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Furniture Group 
Tells Grievances 
On Appliances 


Attack Guarantees, Service 
Charges, List Prices, and 
‘Inadequate’ Margins 


CHICAGO—A _ seven-point resolu- 
tion dealing with appliance merchan- 
dising was approved for submission 
to the executive committee of the 
National Retail Furniture Associa- 
tion at a meeting held here last week. 

The seven points are: 

1. To continue pressure to bring 
terms to reasonable levels, but not 
to keep business back at this moment 
by an excessively sharp reduction in 
terms. 

2. To seek a shortening and clarifi- 
cation of manufacturers’ guarantees, 
so that the dealers’ interests are 
more clearly protected. 

3. To ask manufacturers to reduce 
service charges. 

4. To foster the use of cubic foot- 
age rather than shelf footage figures 
in refrigerator advertisements. 

5. To condemn the use of manu- 
facturers’ advertisements to the 
consumer in which retail prices are 
listed. 

6. To continue to ask manufactur- 
ers for a more satisfactory margin 
of profit. 

7. To renew efforts to block unfair 
utility competition which is again 
becoming intensified. 

Richard Hirsch, buyer of major 
appliances at Wieboldt’s, said that 
competition of small dealers with 
large retail outlets might lessen 
during a period of business recession. 

Tightening of credit terms by 
finance companies would tend to 
eliminate small dealers, he said, as 
banks and finance companies would 
ultimately realize that the small 
dealer working on a small markup 
is a poor credit risk. 

Distributors, he said, would have 
to curtail the number of dealers in 
their organizations and work toward 
a sounder, more selective network. 

Reapproved at the meeting was 
the NRFA’s position in seeking to 
establish maximum two-year credit 
terms and one-year manufacturer's 
warranty, with the stipulation that 
a two-appliance sale be permitted 30 
months credit time. 

Charles Rutherford, president of 
the Sterchi furniture store chain, 
said that in the south the appliance 
business was for the most part 
channeled through larger stores, with 
little competition from small dealers. 


Milwaukee Utility Plans 
Appliance Dealer Drive 


MILWAUKEE—-Appliance dealers 
in this area have been invited by 
the local utility to attend a get- 
together meeting Jan. 19 at the 


Public Service building auditorium 
to hear plans for what is said to be 
the greatest appliance campaign ever 
staged in Milwaukee. Refreshments 
will be served. 

An announcement to this effect 
has been distributed by the Wiscon- 
Sin Radio, Refrigerator & Appliance 
Association. This bulletin was signed 
by Frank Greusel, president, and 
H. L. Ashworth, executive secretary. 


Buh! Handles Copeland in 
Toledo & Grand Rapids 


SIDNEY, Ohio—Buhl Sons Co. has 
been appointed distributor in north- 
ern Ohio and western Michigan for 
Copeland household refrigerators, 
according to Frank J. Gleason, vice 
president and _ sales 
Copeland Refrigerator Co. 

Distribution will be handled 
through Buhl’s branches in Toledo 
and Grand Rapids, Mich. 


manager of | 


Oakland Dealers Association Proves 


Cooperation Can Improve Market by 
Stabilizing Prices, Trade-Ins, &’ Credit 


OAKLAND, Calif.—By strict main- 
tenance of factory-established mini- 
mum retail prices, of a maximum 
trade-in allowance table, of a trade- 
in appraisal schedule, and of a 
standard credit policy, the Appliance 
Dealers Protective Association of 
Alameda and Contra Costa counties, 
Calif., has succeeded in transforming 
the Oakland appliance market from 


a demoralized, price-cutting field into 


a model, unified business. 

At the time of the association's 
formation under the auspices of the 
Retail Merchants Association several 
years ago, the appliance retail field 
here was in a deplorable state of 
cut-throat competition. 

Some dealers were advertising 
trade-in allowances up to $50 on old 
ice boxes, discounting was rampant, 
credit and terms were stretched 
beyond reason. 

From the start of 
campaign, the Appliance 


Retail Sales Gain 5% 
Over ’36, Says NRDGA 


NEW YORK CITY—For the 
fourth consecutive year sales of 
department stores, specialty stores, 
and similar retail outlets have regis- 
tered a definite advance with 1937 
sales 5.4% above those for 1936, 
according to figures compiled by the 
Controllers’ Congress of the National 
Retail Dry Goods Association. 

Retail sales during 1937, the re- 
port showed, fell short only about 
5% of sales during 1925, a so-called 
“normal” year, and were only about 
14% below the all-time high reached 
in 1929. 

A detailed analysis of transactions 
revealed a decline of less than one- 
half of 1% in transactions of all 
types. A gain of 6% was recorded 
for instalment sales transactions, a 
(Concluded on Page 4, 


its clean-up 
Dealers 


Column 4) 


Protective Association has grown 
until its present membership consists 
of practically all local department 
and furniture stores and about 175 
dealers. 

First step taken by the association 
was the establishment of standard 
minimum prices. Invoking the Cali- 
fornia Fair Trade Act, which has 
been upheld by the U. S. Supreme 


Court, the association called upon 
appliance manufacturers to _ issue 
definite minimum prices on_ their 
merchandise. 


As a policing body, a staff of 
expert men and women shoppers is 
employed by the association to see 
that dealers adhere to the _ price 
schedule. 


This policing staff reports on 
minimum price violations, trade-in 
practices, absorption of sales tax, 


discounts, terms, unethical promises, 
and other unfair practices. 

Any dealer may anonymously re- 
port to the association if he suspects 
another dealer of violating any prac- 
tice, and the association immediately 
makes an investigation. 

An offending dealer is 


(Concluded on Page 24, Column 3) 


warned 


Grunow nen Unit 
Makes Bow Jan. 25 


CHICAGO—-First showing of the 
new Grunow Thermene refrigerator 
will be held Jan. 25 and 26 at Hotel 
Sherman, reports Harry Alter, presi- 
dent of General Household Utilities 
Co. 

Sales, advertising, and merchan- 
dising plans for the new product will 
be presented to distributors and their 
sales and advertising managers, and 
a complete line of models will be 
on display. 

Registration will be held from 
9 a.m. to 10:50 a.m. on Jan. 25, and 
the first meeting is scheduled to 
commence promptly at 11 o’clock. 


Norge Announces 
Executive Sales 


Staff Changes 


DETROIT —Several changes in the 
executive personnel of the Norge 
division of Borg-Warner Corp., in- 
cluding the formation of a _ special 
public utilities department and of a 
new educational division to assist 
distributors and dealers in training 
retail salesmen, were announced last 
week by company officials. 

Another executive change was an- 
nounced by Detroit Vapor Stove Co., 
Borg-Warner affiliate, where M. G. 
O’Harra, vice president and _ sales 
manager for both D.V.S. and Norge 
ranges, has resigned, and William 
H. Dennison has been appointed 
sales manager. 


Mr. O’Harra will engage in mar- 
keting counselor activity, and plans 
to set out on a five-month tour of 
the country, visiting merchants, 
salesmen, utilities, distributors, and 
financial interests. He has been with 
Norge’ since its beginning, and 
organized Norge Corp. of New York. 
He formerly was associated with 


(Concluded on Page 24, Column 1) 


Lewis Appointed Head 
Of F-M Dealer Sales 


CHICAGO-—R. W. Lewis, manager 
of the dealer sales department of the 
St. Louis branch of Fairbanks, 
Morse & Co., has been appointed 
manager of general dealer sales for 
the company, with headquarters in 
the excutive offices here. 

E. C. Rauschkolb, senior member 
of the St. Louis branch dealers sales 
force, succeeds Mr. Lewis as man- 
ager of the department, in charge of 
a nine-man staff covering seven mid- 
west states. 

Mr. Rauschkolb is succeeded in 
the territory by E. J. Frank, assist- 
ant to the dealer sales manager, who 
in turn is succeeded by Harry Beke- 
meier. 


Dayton Dealers Find Times Hard But 
Early Introductions Okayed, Views Vary on Other Trends 


1. Were dealers’ unit sales volume in refrigerators during 1937 higher 


Newspaper Advertising 
And Outside Selling 


Favored Practices 


Editor's Note: 
that the business 
the doors of 
dealership, and with several new ideas 


With 
slump is 
appliance 


rumors rife 
closing 
many an 


and trends being tested in appliance 
merchandising, Air Conditioning 4 
Refrigeration News believes the time 
is now ripe for a sampling of dealer 


opinion on current conditions and 
trends. 
First of a_ series of surveys in 


good-sized trading centers made 
in Dayton, Ohio. At the 
resume of the 


pal inquiries 


was 
right is a 
answers to the princi- 


made by the News re- 


porter, below is a more complete 
story of market conditions and the 
dealers’ thinking. 


By James McCallum Jr. 


DAYTON—A tale of a _ business 
year which started with a _ bang, 
which saw sales for the first eight 
or nine months boom well ahead of 
the previous year’s marks, and which 
then, suddenly, witnessed an abrupt 
collapse of consumer buying—that 
was the story told by Dayton refrig- 
erator and major appliance dealers 
interviewed last week. 


Despite the current business slump, 
however, and the consequent decline 
in appliance sales, dealers here have 
somehow held their ground. In 
Dayton, at least, there has been no 
wholesale exodus from the retail 


(Concluded on Page 21, Column 3) 


than that for 1936? 


They Stick It Out; 


Six dealers answered yes, four no, five said there was no perceptible 


change. Average increase for all dealers answering was 5.2%. 
2. What percentage of sales entailed replacements of mechanical 
refrigerators ? 

6.3% of total sales were replacements according to averages taken from 


28 reporting dealers. 


3. Did the 


Seven dealers replied 


yes, 


nine 


introduction of new models help Christmas business? 


no. Eleven reported that it would 


have but for existing economic conditions. 


4. Were sales relatively better 


in December than in 


November ? 


Ten retailers said yes, 16 no, 4 declared there was no perceptible difference 


5. What new items of equipment did refrigerator dealers take on 
during the year? Why? . 
Four took on ranges, three washers, one radios, one space heater 
Some reasons given: to broaden line, to satisfy market demand, 


because exclusive franchise could be obtained, because the item offered 
a bigger markup than other items carried by the dealer. 


6. Do dealers still carry on outside selling? Cold canvassing? 


Twenty-three said yes, 
canvassing. 


eight no. 


Of those answering yes, 14 do cold 


7. What form of advertising or promotion did dealers find most 


effective during past year? 


Fifteen voted for newspapers, four for radio, one for shopping news, 
one for telephone directory, three for use-the-user plans, one for cooking 
school, one for contests among salesmen, one for an annual house-to- 


house survey. 


8. Do dealers maintain their own service department? For all makes? 


Eighteen replied yes, 13 no. 


service for all makes. 


Of those answering yes, 


eight handle 


9. Did dealers sell any kitchen ensembles or home-laundry combinations 


during 1937? 


Twenty-one replied yes, 10 no. 


Of those answering yes, six reported a 


definitely increasing tendency toward this type of sale. 


ning & Refrigeration News 


Writtenjto]Be Read on Arrival 


Four DOLLARS PER YEAR 
TWENTY CENTS PER COPY 


Confident Mood 
Of Buyers Noted 


At Home Show 


Dealers Present Feel That 
Business Will Pick Up 
By Start of Season 


CHICAGO, Jan. 11—-Midwestern 
snowstorms which blocked roads 
and prevented the expected opening 
rush of Illinois, Indiana, Michigan, 
Wisconsin, and Missouri dealers 
made the opening yesterday of the 
Eleventh Annual National House 
Furnishing Exhibit at the Stevens 
hotel a quiet affair. 

Practically every manufacturer in 
the home appliance business is repre- 
sented, however, and the show is one 
of the handsomest and best appoint- 
ed of recent years, in the judgment 


of the advisory committee of the 
National House Furnishing Buyers 
Club. 


Representatives of refrigerator and 
home laundry equipment manufac- 
turers expressed satisfaction with the 
orders they were receiving. Strikes 
among laundry workers in many 
cities are said to be booming the 
(Concluded on Page 21, Column 1) 


Refrigerators Remain in 
Greatest Demand, Says 
Zimmerman in Address 


CHICAGO—Declaring that a one 
billion dollar major appliance busi- 
ness is in the offing for 1938, P. B. 
Zimmerman, vice president in charge 
of sales for Norge division, Borg- 
Warner Corp., told the Furniture 
Press Club here last week that the 
future of the appliance industry is 
becoming increasingly dependent 
upon department and furniture stores 
throughout the country. 

As a result of an extensive and 
detailed study of the home appliance 
field made last year by Norge, Mr. 
Zimmerman said, it was determined 
that 24% of all homes contacted 
indicated that they would buy one 
or more major appliances in 1938. 

About 30% of the homes contacted 
will be buying refrigerators, 20% 
gas ranges, 11.8% electric ranges, 
24.5% washing machines, and 29% 
ironers, said Mr. Zimmerman. 

Referring to washing machines, 
Mr. Zimmerman said, “Saturation is 
some 40 to 50%, and it gives us 
concern, because when some product 


reaches that point there seems to 
be somewhat of a ceiling to the 
market.” 


The electric refrigerator has proved 
to be an exception to this saturation 
rule, Mr. Zimmerman said, because 
manufacturers and sellers have been 
able to work together so that it now 
appears that the refrigerator will go 
Column 3) 


(Concluded on Page 4, 


o- —_ 


Crocker Named Assistant 
To C. E. Wilson at G-E 


NEW YORK CITY Stuart M. 
Crocker, vice president of Interna- 
tional General Electric Co. since 


1930, has been appointed to the addi- 
tional position of assistant to Charles 
E. Wilson, new executive vice presi- 


dent of General Electric Co., accord- 
ing to an announcement by Mr. 
Wilson 

Mr. Crocker was graduated from 
Harvard university with a B. S. 
degree in 1921. He had completed 
work for his degree, however, in 


1920 and in that year he joined the 
Radio Corporation of America, work- 
ing in both traffic and sales depart- 
ments 


In 1921 he was made assistant to 
Owen D. Young, chairman of the 
boards of both RCA and G-E. In 


(Concluded on Page 4, Column 2) 
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Distributor - Dealer Doings 


General Motors Executives Form Board 
To Hear & Pass on Dealer Grievances 


NEW YORK CITY—A dealer re- 
lations board consisting of the four 
ranking executives of General Motors 
Corp.—Alfred P. Sloan, Jr., William 
S. Knudsen, Donaldson Brown, John 
Thomas Smith—has been formed by 
the corporation to serve as a judicial 
body in determining the merits of 
any case of alleged inequitable treat- 
ment by the corporation of any of 
its enfranchised dealers. Decisions of 
the board will be binding upon the 
corporation. 

The board will hear any and all 
cases referred to it, except those in 
which it considers the injury to the 
dealer to be so slight as not to merit 
the board’s time and attention. Even 
the most trivial case will be heard, 
however, if it involves a principle 
upon which a policy might be estab- 
lished to govern such cases in the 
future. 

The board may delegate one or 
more of its members to hear cases 
submitted to it, but all decisions 
must be made by the complete board. 


Any dealer who feels that he has 
been wronged by any administrative 
decision rendered against him by the 
corporation must first submit his 
complaint to the general sales man- 
ager of his division, who is. required 
to make a decision regarding the 
case within a specified time. This 
decision then becomes the basis of 
appeal to the dealer relations board, 
should the dealer so desire. The 
board, too, is required to act upon 
the case within a limited time. 


In presenting his case, the dealer 
himself may appear before the board 
personally, he may delegate some 
member of his organization to ap- 
pear for him, or he may appear in 
person accompanied by as many 
members of his organization as he 


believes will be helpful in establish- 
ing the facts involved. 

Attendance at the board’s hear- 
ings, however, will be limited to 
members of General Motors Corp. 
and members of the dealer organiza- 
tion involved in the case. Direct 
expenses connected with the hear- 
ings will be borne by the corporation, 
whether the decision is rendered in 
favor of the corporation or the 
dealer. 


When any dealer raises any ques- 
tion that may properly come before 
the board, the raising of that ques- 
tion shall act as a stay of executive 
action, and the matter shall remain 
in status quo until a final decision 
has been reached by the board. 

If any dealer should desire to with- 
draw the case which he has pre- 
sented to the board, he may submit 
a request for withdrawal, accom- 
panied by all facts and circumstances 
of the case, at any time before the 
hearing. The board shall then have 
the right either to approve the 
withdrawal or to examine the case 
as originally presented. 


Claude Matthews Honored 
At Milwaukee Dinner 


MILWAUKEE—Claude Matthews, 
local manager for Graybar Electric 
Co. until his recent appointment as 
Graybar’s New England sales man- 
ager, was honored recently at a din- 
ner given by the trade promotion 
bureau of the Milwaukee Association 
of Commerce. Mr. Matthews was 
vice president of the bureau. 

Mr. Matthews came to Milwaukee 
in 1930 from Dallas, and since then 
has served as president of the Mil- 
waukee Electrical League. 


Indianapolis Leading Citizens Turn Out for Stewart-Warner Banquet 


Leading citizens of Indianapolis 
were hosts recently to officials of the 
Stewart-Warner Corp., the occasion 
being a celebration of the company’s 
25th anniversary and the moving of 
the S-W refrigerator manufacturing 
operations to the Indiana capital. At 
the banquet are seen (1) Frank Ross, 
S-W works manager, chuckling at 
comment down the table, while J. E. 


Otis, Jr., president of the company, 
and J. S. Knowlson, chairman of the 
board, get to work on the steak. 
(2) J. F. Ditzell, refrigeration sales 
manager, leans forward attentively. 
He is flanked by Chamber of Com- 
merce members A. J. Hueber, Paul 
McCord, and E. W. Harris. (3) Russ 
Ayes (right) S-W chief refrigeration 
engineer, in earnest discussion with 


r } 
sx’ _ 


Indiana financiers A. V. Brown and 
A. R. Baxter. (4) D. W Alexander, 
refrigeration plant manager; H. T. 
Pritchard, president of the Indian- 
apolis Power & Light Co.; and F. R. 
Cross, S-W_ advertising manager. 
(5) A. V. Brown, president of the 
Chamber of Commerce, in brisk dis- 
cussion with President J. E. Otis of 
Stewart-Warner. 


Stevens, Viener to Head 
New Orleans Group 


NEW ORLEANS Fred W. 
Stevens was named president, and 
Rudoiph Viener, Jr., executive vice 
president, of the New Orleans Elec- 
trical Association at the organiza- 
tion’s annual meeting here recently. 

Other officers named were: W. B. 
Wands, vice president of refrigera- 
tion; George A. Hero, vice president 
of air-conditioning and ventilation; 
Walter J. Barnes, vice president of 
contracting; Harold E. Meade, vice 
president of the wholesale and utili- 
ties division; George J. Segal, secre- 
tary, and I. W. Tufts, treasurer. 

Directors are: Edward N. Avengo, 
J. Otto Kaelin, Hutson Colcock, 
Ferdie Stern, Walter E. Hobson; T. 
A. O’Sullivan, and Mr. Barnes. 


FREON REFRIGERATION COMPRESSORS 


ere’s a motor that was designed 

and built to start and pull the 
load up and over the hill — even under the 
varying and severe conditions which we know 
from long experience are liable to occur in 
any Air Conditioning application. 


This motor — planned for Freon Refrigera- 


ting Compressors — is the product of early 
experience, familiacity with all operating re- 
quirements, and close co-operation with the 
designing engineers of some of the country’s 
leading manufacturers of Air Conditioning 
equipment. As a result, there are thousands 


CENTURY ELECTRIC 


1806 Pine Street 


of large and small Century motors in satis- 
factory operation today driving “hard-to- 
start” Freon Compressors. 


You can easily prove the added value of 
Century Motors...Test one-on a hard Air Con- 
ditioning job...Let performance convince you. 


Available in sizes 1/6 to 300 Horse Power 
—Single, 3-phase and Direct Current...Con- 
ventional and Hermetically Sealed-in Types. 


Write our general office for further particu- 
lars, or call one of our convenient branch 
offices —located in principal cities. 


COMPANY 


St. Louis, Mo. 


Offices and Stock Points in Principal Cities 


SIZES UP TO 600 


HORSE POWER 


New Jersey Distributors & Dealers Point to 
Harbingers of Good Business Early in '38 


NEWARK—tThe current business 
recession will be short-lived, and 
sales gains made during 1937 will 
be further augmented during the 
present year, in the opinion of sev- 
eral northern New Jersey electric 
refrigeration and appliance dealers. 

Dealers in some communities al- 
ready have found the public unafraid 
to invest their Christmas receipts 
in new refrigerator models, while 
others, not yet so fortunate, feel 
that their usual post-Christmas busi- 
ness spurt is not far away. 

The past year showed most deal- 
ers making appreciable sales gains, 
despite the fact that fall months 
preceding the Christmas buying sea- 
son were generally poor. Consider- 
ing the year as a whole, however, 
most dealers appear to have been 
more than satisfied, and it is prob- 
ably upon 1937 sales that their 1938 
optimism is based. 


APPROVE EARLY SHOWING 


Wide approval was expressed by 
dealers of the earlier introduction of 
new refrigerator models. 


| 


Christmas | 


shoppers want either new models or | 


a price 


reduction on other ones, 


dealers said, in expressing the gen- | 


eral 
introduction of new models 
better, from their standpoint. 

Paul R. Krich, 
Krich-Radisco, Inc., northern New 
Jersey Kelvinator distributor, 
ported an increase of 50% over 1937 
in initial sales to dealers this year. 
The distributorship this year is 
taking on additional dealers, aug- 
menting the 175 franchised during 
1937, Mr. Krich said. Krich has 


increased its territory to cover two | 
Warren, | 


new counties, Sussex and 
and all of Morris county. In the past, 
this area had been handled out of 
Philadelphia. 


PUBLIC LIKES IT 


Although his firm’s best merchan- | 


dising month is usually in March, 
Morris Pinnas, president of Aladdin 
Oil Burner Corp., Newark, handling 
six makes of refrigerators, said he 
had found a tendency on the part 
of the public to favor those models 


which had been brought out earlier | 
this year. He believes it will be only | 
a matter of time until all models | 


are introduced in time for holiday 
buying. 


Improvement in 1937 sales was | 
over those for 1936, the dealer | 


10% 
said, and he expects this year to go 
“over the top” again. 

Earlier introduction of 1938 models 


brought in prospects who ordinarily | 


would wait for spring showings, as 
well as those who would seek a last 
year’s model at reduced prices, in 
the opinion of H. H. Hanks, owner 
of H. & H. Radio Service, General 
Electric dealer in Rahway, N. J. 
This fact, coupled with the com- 
pany’s enlarging its floor space and 
remodeling its store, produced 1937 
business three times that of 1936, 
Mr. Hanks reported. 


opinion that before-Christmas | 
was | 


vice president of | 


re- | 


“Present conditions should prove 
only temporary,” said Carol Van of 
Van Brothers, Rahway Westinghouse 
dealer. “Sales for 1937 give a better 
picture than the last few months 
indicate, and we expect to do even 
better in 1938.” 


GOOD AFTER-XMAS SALES 


“After-Christmas sales have sus- 
tained our earlier anticipations of 
exceptionally good business,” said A. 
J. Orbach, Frigidaire dealer’ in 
Plainfield, N. J. “This is probably 
due to Christmas’ bonuses, and 
money gifts by friends and relatives.” 

“Despite present inactivity, we 
look for a very good sales year,” 
said Harry Toker, treasurer of 
Toker Utilities, Inc., Kelvinator deal- 
er in Elizabeth, N. J. He _ said 
December had been a good merchan- 
dising period, because the public has 
money to spend then which later 
might go for something else. 

A more somber view of the pros- 
pects for 1938 was taken by John 
Eick, Jr., of the sales promotion 
department of Philip H. Harrison & 
Co., General Electric distributor with 
headquarters in Newark. Predicting 
the current year is difficult, said Mr. 
Eick, because of present unsettled 
business conditions. 


INCREASE PROMOTION 


Potential buyers have become 
leary of spending, Mr. Eick said, and 
although the _ distributorship and 
dealers are spending increased 
amounts in advertising and promo- 
tion, this may not wholly offset the 
factors which have caused consumers 
to tighten the strings of their purses. 

Although enjoying good business 
last year, Harrison did not add to 
its dealer list, and anticipates no 
new retail connections this year, Mr. 
Eick said. More dealers do not 
always mean more sales, he pointed 
out. Having a dealer on every 
corner, he declared, hurts the dis- 
tributor’s business by encouraging 
rivalry among the _ organization's 
own representatives. 


200 Texas Dealers View 
New G-E Products 


SAN ANTONIO, Tex.—The 1938 
line of General Electric home appli- 
ances recently was introduced to 200 
dealers of San Antonio and_ sur- 
rounding territory, at an open house 
meeting during which retailers were 
given a picture of merchandising 
features and other selling points of 
the new equipment. 

Taking part in the showing were: 
G. C. Wasson, district manager; 
Fred E. Staehle, San Antonio branch 
manager; T. F. Hall, factory repre- 
sentative, radio division; L. B. Bundy, 
factory representative, home laundry 
and cleaning division; Will I. Wilt, 
sales promotion department, refrig- 
eration and ranges; H. Tolson, ad- 
vertising and sales promotion man- 
ager, G-E Supply Corp., Dallas. 
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Celotex President Calls Critics of Merger 
Plan Enemies of Business Progress 


CHICAGO—In a spirited reply to 
banking interests who are opposing 
the proposed acquisition by the 
Celotex Corp. of a substantial stock 
interest in Certain-teed Products 
Corp., Bror Dahlberg, president of 
Celotex, accused his banker critics 
of judging the merits of the com- 
pany’s expansion plans by the day- 
to-day fluctuations of the stock 
market. 

Responding to an attack made on 
the company’s plans by Distributors 
Group, Inc., New York investment 
house, he disclosed the fact that he 
personally negotiated the terms of 
the Certain-teed acquisition and re- 
affirmed his judgment that the pro- 
posed acquisition on the designated 
terms is a constructive business act 
that will bring material benefits to 
the stockholders of Celotex. 

“Your objection to the proposed 
action rests upon two grounds,” he 
said in a letter dated Jan. 6 and 
addressed to Herbert Anderson, vice 
president of Distributors Group, Inc., 
“First, you suggest that the proposed 
terms represent an excessive pre- 
mium over the stock market quota- 
tions of Certain-teed shares on Jan. 
3. Second, you suggest that Celotex 
should not consider a cash outlay of 
$569,760 during the next five months 
because the business outlook is 
disturbed by uncertainty. 

“You agree that the purpose we 
seek—to enable Celotex to secure an 
interest in, and make available to 
its large dealers and sales organiza- 
tions, a wider range of building 
products than it now manufactures, 
and to give to Celotex access to 
excess capacity of some 30 plants 
which Certain-teed has—are, in your 
own words, excellent objectives which 
could bring substantial advantages 
to the Celotex Corp. 

“I cannot resist the conclusion that 
the difference between your judg- 
ment and mine lies in the fact that 
you are thinking in terms of the 
stock market while I am thinking in 
the terms of a productive industrial 
operation. 

“I refer particularly to your appar- 
ent feeling that it cannot be right to 
pay an average of $12.476 per share 
for stocks quoted on the stock 
exchange on a particular day at an 
average of $8.557. Maybe the time 
has come for some business man to 
say that a given day’s stock market 
quotation does not necessarily pre- 
sent the real value of an issue. 

“I cannot concur in your implied 
suggestion,” he said, “that because 
the business outlook is disturbed by 
uncertainty, we, as business men, 
must put into cold storage, plans for 
expansion in which we have every 
reason to have confidence. 

“IT intend to continue to develop 
and submit to stockholders or direc- 
tors, as may be appropriate, from 
time to time, as I have in this 
instance, dependable business plans 


to handle Celotex operations so as 


stockholders and improved employ- 
ment opportunity for its workers. 

“The real value lies,” he said, “in 
what the enterprise back of the 
stock is in a position to do or can 
be made to do. 

“Despite market fluctuation, I have 
confidence in America. 130,000,000 
Americans are not going to disap- 
pear as consumers. They have vast 
human needs. Some of these needs 
fall in the field served by Celotex 
and the enlarged program proposed 
for it. 

“I have confidence in that pro- 
gram. I have confidence in the sound 
common sense of those 130,000,000 
Americans. Nothing in the end can 
prevent their demanding those condi- 
tions that will make possible a vast 
forward thrust of industry upon 
which alone the fulfillment of their 
human needs depends. 

“When you are seeking to buy a 
material interest in anything, the 
price you pay is a matter of trade 
and barter. The buyer wants the 
lowest price he can secure; the seller 
the highest price he can get. At the 
end of negotiations, the buyer must 
decide whether the lowest price at 
which he can buy represents a good 
buy. 

“I did that in this instance after 
most careful consideration. As part 
of the whole program, considering 
the total advantage to Celotex of the 
new factors the Certain-teed connec- 
tion can bring, it is my best business 
judgment that the price to be paid 
for the Certain-teed stock represents 
a sound and farsighted investment 
for Celotex stockholders.” 


Crocker Gets Executive 
Promotion with G-E 


(Concluded from Page 1, Column 5) 
1924 he accompanied Mr. Young to 
Europe as secretary of the American 
delegation of the Experts conference 
which culminated in the Dawes plan. 

In 1927 Mr. Crocker was made vice 
president and treasurer of United 
Electric Securities Co., a wholly 
owned G-E subsidiary interested in 
foreign public utility financing. 

In 1929 Mr. Crocker again was 
granted a leave of absence to accom- 
pany Mr. Young to Europe, this time 
in connection with the Paris Repara- 
tions conference which formulated 
the Young plan. After the conclu- 
sion of this work, Mr. Crocker re- 
mained in Europe to complete nego- 
tiations in connection with several 
programs in the interests of both 
United Electric Securities Co. and 
International General Electric Co. 

Mr. Crocker resigned his positions 
with United Electric Securities Co. 
on Jan. 1, 1930, to become assistant 
to Clark H. Minor, president of 
International General Electric Co., 
and two days later was elected a 


A Refrigeration Unit Has a Birthday Party 


= ah ® 


Cc. U. Williams, president of the Williams Oil-O-Matic Heating Corp., cuts a birthday cake with 10 candles, 
baked to observe the tenth anniversary of the non-stop run by the Ice-O-Matic marathon refrigeration unit. 


The 10 little girls who were selected to carry 


Zimmerman Says Trend Is Toward Selling 


Appliances as House Furnishings 


(Concluded from Page 1, Column 5) 
beyond any other appliance in terms 
of complete use and saturation. 

“Only 10% of the homes that have 
washing machines have ironing ma- 
chines,”’ stated Mr. Zimmerman. 

Regarding the future of the appli- 
ance business, Mr. Zimmerman said 
that in addition to department and 
furniture stores being important 
factors, stylists will probably be 
more of a factor than engineers, 
because appliances are no _ longer 
going to be sold as specialties but as 
house furnishings. 

“The appliance industry,” he said, 
“appeals to the furniture merchant 
because, first, it wants its wares 
shown on Main Street; and, second, 
people are buying now. 

“The market, I believe, is so 
tremendous that, added to the furni- 
ture business, it is about as sizable 
a business to cultivate as any local 
business institution could want. 

“We think strongly of the furni- 
ture merchant as taking the place 
pretty much that has been taken by 
the utilities, both gas and electric, 
in the past. 

“In the early development of the 
products, the utilities sold practically 
all of the devices. For instance, 
electric ranges now are sold some 
90% by the light and power compa- 
nies, and so were refrigerators in 
the early days. 


“Utilities are looking hopefully 


forward to the day when substantial | 


community will 
which is 
of the appliance 


merchants in the 
take their share, 
than 25 to 40% 
business.” 
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Mr. Zimmerman said that the 
cooperative activities of manufac- 
turers and utilities will be one lead- 
ing reason for the appliance business 
being a billion dollar one in 1938. 

He cited as examples the Kitchen 
Modernizing Bureau and the Ameri- 
can Gas Association, and added that 
there are several hundred kitchen 
planning bureaus in the country giv- 
ing service to homes. 

“We have spent some $250,000,000 
in the appliance industry in the last 
10 years,’ Mr. Zimmerman stated, 
adding that this sum represents less 
than 2.5% of the sales made in that 
period. 


Instalment Sales Made 
Biggest Gains in ’37 


(Concluded from Page 1, Column 2) 
gain of 3% for regular charge 
transactions, and a loss of seven- 
tenths of 1% in cash transactions. 
Thus, the report concluded, the 
overall sales increase of somewhat 
over 5% was due, in a general way, 
to one or more of the following 
factors: higher prices; a_ shift to 
higher quality merchandise on the 
part of the consumer; purchases of 


in the cake are daughters of Williams’ employes. 


Marathon Ice-O-Matic 
Unit’s 10th Anniversary 
Highlights Xmas Party 


BLOOMINGTON, Ill.—Tenth anni- 
versary of Williams  Oil-O-Matic 
Heating Corp.’s marathon Ice-O- 


Matic refrigerating unit, which has 
been in continuous operation for a 
decade, was observed as a highlight 
of the company’s Christmas party 
for employes and their families. 

The marathon unit’s special birth- 
day cake was cut by C. U. Williams, 
president of the company. 

More than 1,500 persons attended 
the party, held in one of the factory 
units, and at the conclusion turkeys 
were presented to 500 employes. 

A variety show provided the enter- 
tainment, and the children present 
were given candy by Santa Claus, 
who entered the party by way of a 
fireplace chimney. 


Jersey Utility’s '37 Appliance 
Sales Reach All-Time High 


NEWARK Electric appliance 
sales of Public Service Gas & Elec- 
tric Co., New Jersey's largest utility, 
during 1937 exceeded those of any 
other year in the company’s history, 
the dollar volume being 12.7% ahead 
of 1936, previous high record, accord- 
ing to company officials. 

Electric refrigerator sales 


were 


a large number of units at one time. 


16.2% higher than in 1936. 
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MODELS 


“Built by MIDWEST 


eo 13° 


NET—13.5 CU, FT. 


oe 168 + 


NET—16 CU. FT. 


ee 198 99 


NET—19.5 CU. FT 


OUTSTANDING FEATURES—LOW PRICES 


BONDERIZED — DULUX EXTERIOR «+ 


TOUCH-OPERATION LOCKS « 


. 

¢ STREAMLINED STYLING « 
. 

* IDEAL SIZES 


FOR CLUBS, 


PORCELAIN INTERIOR 
“HUMIDI-PAK” EVAPORATORS 
BALSAM WOOL INSULATION 
TAVERNS, LARGE HOMES, 


FRATERNITY AND SORORITY HOUSES, ETC. 


These models may be _ purchase 


d with or without evaporators. 


However, we do NOT furnish valves, controls, tubing or compressors. 


MIDWEST MFG. COMPANY, Galesburg, Ill. 


SUCCESSOR TO MIDWEST STAMPING & ENAMELING CO. 
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selling ideas! 


to the Frigidaire Sell- 


Truly an entire trainload of 


Frigidaire Speeds on with its Most Sensational Refrigerator 
and Range Sales Program—Built on Facts 


@ Frigidaire is on track with throttle wide 
open. Speeding to more and greater sales goals 
in 1938! 


sales-compelling plans to be released imme- 


Out in front of all with the new 


diately in thirty-six factory-conducted sales 
conventions throughout America, and a line 
of new products that have already won the 
acclaim of dealers and customers everywhere. 

Ready now for the Frigidaire selling organ- 


ization is Frigidaire’s smashing sales program 


built on facts—a program tuned to the umes, 
with selling themes daringly conceived and 
brilliantly executed because Frigidaire products 
can back them up! The soundest, most direct, 
easiest profit-making sales plans Frigidaire 
ever developed! 

Advertising that headlines these powerful 


l 


1G] 


aaa 
GE | General Motors Sales Corporation 
ERS 


resistance - breaking themes — biggest use of 
national advertising space ever—more factory- 
paid advertising in retail media—an all-inclu- 
sive coverage plan to reach prospects — all 
balanced to sales potential—sure fire dealer 
helps — attention - grabbing displays — dramatic 
demonstrating material—and the most complete 
training program ever devised are ready for 


release now! 


FRIGIDAIRE DIVISION 
Dayton, Ohio 
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Executives Expect 1938 Sales to Approach 1937 Mark and 


They Were Asked 


These Questions: 


A.E. Allen Foresees Gains from Replacement 


* * 


Market & Early Introduction of Models 


Westinghouse Electric & Mfg. Co. 
246 East Fourth St., Mansfield, Ohio 
Dec. 27, 1937 


Editor: 


It is my opinion that 1938 electric 
refrigerator sales will approximate 
those of the last two years. This 
opinion is predicted on the very large 
unsatisfied demand which we know 
exists today, and will continue to 
exist, we think, for a good many 
years to come. 


The rapid growth of rural trans- 
mission lines is continually opening 
up new pre-sold markets for refrig- 
erators, and will probably continue 
to do so for some years in the future. 

The residential construction indus- 
try is over-due for considerable ex- 
pansion, and this when it material- 
izes will have a favorable effect on 
refrigerator sales. 

Replacement of obsolete and worn- 
out refrigerators is developing a 
rapidly expanding market’ which 
should account for 20% or more of 
the total volume in 1938. 


The year-end introduction of new 
models will unquestionably have a 
tendency to flatten the seasonal sales 
curve, and a tendency to eliminate 
the extreme peaks and valleys which 


No. 673 Thermostatic Expansion 
Valve. Orifice sizes 1/32’, 5/64” 
5/32”, 7/32'’-Capacities up to 
3% tons Freon. 


No. 674 Thermostatic Expansion 
Valve (Non-adjustable). Orifice 


sizes 1/32”, 5'64’’, 5/32", 7/32’- 
Capacities up to 3 tons Freon. 


5/32”, 


up to 3/2 tons Freon. 


No. 672 Automatic Expan- 
sion Valve (Bellows type) 
Orifice sizes 1/32”, 5/64”, 


have been characteristic of past 
years. 

This should tend to reduce the cost 
of distribution by making it possible 
to maintain continuous year-around 
effort in the sale of refrigerators 
and eliminate the necessity of build- 
ing up organization peaks to handle 
tremendously high seasonal demands. 
The expensive procedure of develop- 
ing and training a new refrigerator 
organization each spring should no 


longer be necessary. 


The year-end introduction program 
should make it possible for the manu- 
facturer and distributor to plan and 
produce more intelligently and more 
accurately, and eliminate the hazard 
of over-production that leads to 
costly liquidations. 

Also, the total sales results should 
be favorably affected by the fact 
that in time the electric refrigerator 
will be able to secure a larger share 
of the money that is spent for 
Christmas, and by virtue of a better- 
trained selling organization concen- 
trating on the refrigerator sales 
throughout the year, better sales 
volume should result. 

In my opinion the leading sales 
points in refrigerator merchandising 
in 1938 will be 


Strainer. 


tons Freon. 


Expansion Valve. 


tons Freon. 


No. "676 Automatic 
Expansion Valve 
(Diaphragm type) 
with flanged outlet. 


7 /32''— Capacities Capacity up to % 
H.P. 


&4> 
bd 


No. 783 Thermostatic Expan- 
sion Valve with No. 782 
Orifice sizes 
5/16’"’—Capacities up to 10 


No. 781 Thermostatic 
Ori- 
fice sizes 3/16”, 4”"— 
Capacities up to 6/2 


No. 683-R3 Sol- 
enoid Refriger- 
ont Valve. Ori- 
fice sizes 3/16’, 
7/32"-Capaci- 
ties up 
tons Freon. 


Economy of operation 

Better food preservation 

More and better convenience fea- 
tures 

It seems to me that the channels 
of retail distribution for refrigerators 
in 1938 will be as follows in the 
order of their volume: 

(1) Independent specialty appli- 
ance dealers 

(2) Public utilities 

(3) Small retail merchants of vari- 
ous classes 

(4) Department stores 

(5) Furniture stores 

(6) Factory branch 
(Practically nil) 

Unquestionably larger down pay- 
ments and shorter finance terms will 
have some effect on sales volume. 
We think and hope that the effect 
will not be great. 


The commercial refrigeration mar- 
ket seems to us to offer very attrac- 
tive possibilities in the next few 
years, and the sales volume should 
grow steadily. We doubt if it will 
ever seriously rival the household 
refrigerator market in point of 
volume, but it shows promise of 
becoming a considerably larger busi- 
ness than it has been in years past. 

We have no means of accurately 
determining the percent of our house- 
hold refrigerator sales representing 
replacements, but it seems probable 
that during 1937 at least 15% of 
our total volume came from that 
A. E. ALLEN, 
Vice President. 


operations 


source. 


%", 
No. 785 Thermostatic Ex- 
pansion Valve. Orifice 
sizes 5/16”, %”-Capaci- 
ties up to 20 tons Freon. 


to 3 


No. 686-R Solenoid Refrigerant Valve 
(flanged type). Orifice sizes '”, %” 
- Capacities up to 17 tons Freon. Also 
available with '/2” or %4” female |.P.T. 
connections. 


No. 676 Automatic 
Expansion Valve 
(Diaphragm type) 
with female |.P.T. 
ovtiet. Capacity 
up to '% H. P. 


DETROIT LUBRICATOR COMPANY 


GETROE, MISO AN. U.S A °® 
| DIVISION OF AMERICAN RADIATOR & STANDARD SANITARY 


Conedian Representative—RAILWAYT AND ENGINEERING SPECIALTIES LIMITED, Montreal, Terente, Winnipes 


5900 TRUMBULL AVE. _ 


M. Y.—40 WEST 40th ST. © CHICAGO, ILL—816 5. Michigan Ave. 


CORPORATION, 


ane 


1 Do you think 1938 electric refrigeration sales will measure up to 
a those of the last two years? Please give factors which influenced 


your answer? 


9 What effect should the year-end introduction of new models have 
s on: (a) the seasonal sales curve, (b) the cost of distribution, 
(c) dumping of obsolete models, (d) total sales? 


3 What will be the leading selling points in the merchandising of 
s household electric refrigerators in 1938? 


What will be the relative importance of the following retail 
4. distribution channels in 1938: (1) department stores; (2) factory 
branch operations; (3) distributor-controlled retail stores; (4) inde- 
pendent specialty appliance dealers; (5) furniture stores; (6) public 
utilities; (7) small retail merchants of various classifications? 


Will larger down payments and shorter terms appreciably affect 


5. sales volume? 


Do you approve of this move as a means of 


securing business stability among dealers? 


What are the future possibilities of the commercial refrigeration 
s market in comparison with the household market? 


What percentage of your total 


sales of household electric 


7. refrigerators during 1937 were installed in homes or apartments 


where (1) no electric refrigerator had previously been used; (2) the 


new unit replaced a used or obsolete electric refrigerator? 


New Finance Terms, as Stabilizing Factors 


Appliance and Merchandise Dept. 
General Electric Company 
Specialty Appliance Sales Division 
Nela Park, Cleveland, Ohio 

January 3, 1938 
Editor: 

I have your letter of December 23 
requesting our views on the outlook 
for refrigeration sales during the 
year, 1938, and also on various other 
phases of the refrigerator business. 

We feel that by reason of present 
business conditions, and particularly 
the outlook for business during the 
early part of 1938, that total indus- 
try refrigerator sales will probably 
be somewhat less for the current year 
than for 1937. 

Obviously, every manufacturer 
will strive to obtain an increased 
percentage of the total 


a sales rate at least equal to that 
of last year. 
With reference to your question as 


to the date of introduction of new | 


models: as you know, we have dur- 
ing the past two years introduced 
our new models 


available | 
business and by so doing, maintain | 


in November and | 
December. We have followed this | 


plan so that our new refrigerators 
would be available to the public for 
Christmas purchases. 

Also, we are able, by using this 
date of introduction, to reduce to a 
very minimum the carry-over of 
previous year’s models and enter the 
Spring selling season with a clean 
stock of machines of current manu- 
facture. 

With reference to time payments: 
to some extent the increased down 
payments required by the finance 
companies have stymied sales even 
more so, it would seem, than the 
shorter terms. We believe, however, 
that the new terms will tend very 
materially to stabilize dealer busi- 
ness and prevent increase in repos- 
sessions. 


With respect to your question as to 
the probable leading selling points in 
the merchandising of household elec- 
tric refrigerators in 1938: we are 
convinced that as in the past, quality, 
styling, price, and the reputation of 
the manufacturer will be the prin- 
cipal factors governing public ac- 
ceptance. 

G. J. CHAPMAN. 


H. E. Blood Says Clean Inventory Situation 


ls Bright Spot on the Industry’s Horizon 


Norge Division 
Borg-Warner Corporation 
Detroit, Michigan 
December 28th, 1937 
Editor: 

Replying to your letter of Decem- 
ber 24, I believe that everyone con- 
nected with the household appliance 
industry should be grateful that they 
are in the business of supplying 


things for use in the home that come | 


first in the desires and wishes of our 
home builders, the men and women 
of our country. 


I believe those companies which 


are in a position to give outstanding | 


values, and have wide-spread trained 
personnel alert enough to make peo- 
ple understand how easy it is to buy 
these appliances and how much they 


mean, not only in adding to the en- | 
joyment and comfort of the home, | 


but in actual budget economies, 
should do a very good business in 
1938. The inventory situation is not 
bad at all, and there is no great 


quantity of subquality merchandise 
hanging over the market. 


As the public becomes more famil- 
iar with modern developments in 
appliances they will be more dis- 
criminating in seeking actual use 
values and the exploitation of such 
values should be most effective in 
Selling goods. 


All the well-established channels 
of distribution including department 
stores and specialized dealers, should 
continue to justify their services to 
the public and do good business. 


The replacement market continues 
to grow in importance and is a 
favorable factor in the industry when 
handled on a sound basis. 

I know you are making a sincere 
effort to render a valuable service to 
the industry through your publica- 
tion and am confident that you will 
continue to justify the widespread 
attention given to AIR CONDITIONING 
AND REFRIGERATION NEWS. 

HOWARD E. BLoop, President. 
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Forecast Greater Volume from Replacement & R 


ural Market 


W. Paul Jones Says Field Will Stay on Top 


Home Appliance Division 
Indianapolis, Ind. 
Editor: 


There is nothing in the history of | 
the electric refrigeration industry to | 
date which should cause us to expect | 


any appreciable recession in sales by 
the industry during the year 1938. 


We are all aware, of course, that | 


business is at the present time in a | 
state of recession as compared to | 


the earlier months of 1937. 
The electric refrigeration industry, 


however, really grew up during the | 


depression and it is probable that 


the same brand of keen merchandis- | 
ing and astute engineering, coupled | 
with the needs of millions of people | 
for the service an electric refrigera- | 
tor gives will make it possible for | 


the industry to hold its own or to 
forge farther ahead during the com- 
ing year. 

It is true that prices are somewhat 
higher for 1938 than previously but, 
in turn, values are also greater. 
Such values must always be the 
measure for determining true price 
levels. 

Largely the industry is - still 
manned by the same executives that 
caused it to grow during the previ- 
ous depression; our country is still 
peopled with normal Americans who 
have been taught the importance of 
electric refrigeration as an adjunct 
to economical home life; electric re- 
frigerators have been immeasurably 
improved in style, convenience and 
performance; saturation remains as 
something to be met in the far dis- 
tant future; selling terms—though 
stiffened somewhat—are still most 


policy of reporting industry develop- 
ments as they happen and _ its 
editorial digest of current and future 
trends. Crusades seldom prove pro- 
fitable or popular, but the industry 
paper might well render a valuable 
service by presenting up-to-date in- 
formation of unsound selling prac- 
tices as they may develop from 
time to time and from place to place. 


Our industry is so stable and has 
grown to be of so much a part of 
American life that unsound prac- 
tices and rash competitive tactics are 
almost the only threats of its con- 
tinued progress. 

W. PAUL JONES, General Mgr. 


F. J. Gleason Thinks Inventory Control, 


Sidney, Ohio 
Editor: 

Refrigeration business in 1938 will, 
I believe, equal the volume of the 
past two years. To bring this about, 
a larger percentage of the sales must 
necessarily be in the lower income 
group which means that prices are 
an important factor. But quality is 
a requisite, too, as buyers have been 
educated to look for good construc- 
tion. 

Year-end introduction of new 
models should, of course, have the 
effect of leveling the sales curve 
over the seasons; but I question 
whether the desired result will be 


When it is, distribution costs will 
be lowered and much of the present 
dumping of obsolete models will be 
eliminated because of better planned 
production. 

Total sales will probably not be 
increased, but the business done 
should be more profitable for 
the manufacturer, distributor, and 
dealer by having inventories more 
closely controlled. 


The less liberal credit terms re- 
cently instituted are still adequate 
in my opinion and should not affect 
sales volume materially. There was 
need for this to help improve dealer 
business stability. Buyers’ them- 


selves no doubt welcome the restric- 
tion of terms. 

As to the future possibilities of 
commercial refrigeration in com- 


} . e k . age 

By Following Depression-Tested Methods New Terms Make for Business Stability | varison wien nousenoia, t feet that 
; great opportunities will exist in 
‘ : : ’ both fields for some time to come. 
Fairbanks, Morse & Co. | service to the industry through its Copeland Refrigeration Corp. attained in the immediate future. | 4 comparison is difficult on account 


of the entirely different natures of 
these businesses as evidenced by the 
fact that distributors rarely handle 
both successfully. 

All we have to say in response to 
your invitation for comments on 
your paper is that you have done 
a consistently fine job of keeping 
readers informed of developments, of 
presenting sales ideas and in other 
ways performing valuable services 
which have contributed no _ small 
amount to electric refrigeration’s 
progress. Our best wishes for your 
continued success! 

FRANK J. GLEASON, 


DEALERS ARE ALREADY BREAKING “Profit Quotas” 
WITH P2cducts DESIGNED TO MEET PUBLIC DEMAND 


liberal; and there remains only the | 


need for wisely directed and wisely 
applied sales effort to allow us to 
continue the solid progress the in- 
dustry has always shown. 

The year-end introduction of new 
models should be a favorable in- 
fluence on the seasonal sales curve. 
In other words, it should do much 
toward removing the psychological 
sales resistance met in the past in 
attempting to sell refrigerators dur- 
ing the winter time. 

It should also favorably effect the 
cost of distribution since more time 
is allowed to accomplish dealer 
sampling and I believe it will cause 
no ill effects in the dumping of obso- 
lete models. Total sales should show 
an increase by virtue of the earlier 
introduction of lines. 

There seems but little question 
that leading selling points of refrig- 
erators during 1938 will continue to 
be in practically an equal ratio: 

1. Convenience, 2. Performance, 
5. Style and appearance, 4. Economy 
of operation, 5. Retail price. 

It is not likely that the relative 
importance of retail distribution 
channels will change in 1938 as 
against previous years. The back- 
bone of electric refrigeration distri- 
bution will continue, in our estima- 
tion, to be made up of independent 
specialty appliance dealers, depart- 
ment stores, furniture stores, other 
retail merchants—large and small 
of various classifications. 

In the sale of an item so stable as 
electric refrigeration, down payments 
and shorter terms for monthly pay- 
ments should cause no apparent 
change in sales volume. Most dealers 
agree on the wisdom of somewhat 
Shortened term financing. It should 
promote greater stability among 
dealers and should have a stabilizing 
effect on the retail selling as a whole. 

We kept no definite records dur- 
ing 1937 to show whether sales of 
our product were replacement sales 
or whether they were to homes or 
apartments where electric refrigera- 
tion had not been previously used. 

Of course, the greater proportion 
of our sales—in common with all 
other manufacturers—were made to 
homes or apartments buying electric 
refrigeration for the first time. In 
view, however, of the greatly im- 
Proved products now offered by the 
electric refrigeration industry, it is 


BETTER PRODUCTS... 


Every survey proves Norge appliances 
in Customer satisfaction. 


lead 


Norge 


YEAR-’ROUND PROFIT... 


There is always sales activity in the 
Norge line of Rollator Refrigerators, 
Concentrator Gas and Electric Ranges, 
Autobuilt Washers, Duotrol Ironers, and 
package heating and commercial refriger- 
ation equipment. Every month is a profit 
month for Norge Master Merchants. 


TURNOVER... 


High product turnover and liberal finance 
plans keep your capital working for 
you all the time. Low dealer and sales- 
man turnover proves men have found it 
profitable to sell Norge and stick to Norge. 
You owe it to yourself to get full details 


MAIL TODAY! 


NORGE DIVISION Borg-Warner Corp., 
658 E. Woodbridge St., Detroit, Mich. 


I would like to receive a copy of your new book for 
appliance dealers. 


consistently ranks among the first three 
in public acceptance. The smashing new 


FREE TO APPLIANCE DEALERS! 
A full volume on appliance selling and pro- 
motion. Describes a complete plan of store 


of the Norge franchise without delay. 
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certain that the replacement market advertising and sales Promotion PrO- operation. Tells how to get the most out of ADDRESS 
a Soon become an important fac- gram dramatizes exclusive features that ry ne a sales acy ng — you CITY 
or. ; ; : i Ow to make more money in the appliance 

Aim ConpITionING AND Rermcze,. | YOU C22 demonstrate in your showroom. _ business. acs 


TION NEWS renders its most valuable 


NORGE DIVISION Borg-Warner Corporation, Detroit, Michigan | 
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C. R. D’Olive Says Next Few Months to Be 
Field Day for ‘Two-Fisted’ Salesmen 


The Crosley Radio Corporation 
Cincinnati 
January 7, 1938 
Editor: 


1. According to my running lights, 
1938 sales will be slightly lower than 
those for the two previous years. 
This shrinkage, in my opinion, will 
be due to a fear on the part of the 
public at large as to what is going 
to happen next. In other words, if 
you break down your market into 
two specific persons, one who has 
just been laid off, and the other who 
doesn’t know whether or not he is 
going to be laid off, you have the 
situation that will retard sales to 
approximately 80% of last year’s 
volume. 


2. (a) The year-end introduction of 
new models will tend to flatten out 
the sales curve. 


(b) It will lower the cost of dis- 
tribution. 


(c) It will minimize the dumping 
of obsolete models because there will 
be less obsolescence. 


(d) In a given market the total 
sales should be greater due to the 
fact that sales outlets will gradually 
learn that it is summertime in the 
kitchen all year around, and will 
thereby be relieved of the ‘‘season” 
complex. 


3. Price will play a large part in 
the 1938 sales story; economy of 
operation will come in for its full 


share of attention, and worthwhile 
convenience features that make sense 
and can be demonstrated will be the 
salesman’s favorite theme. 


4. I prefer not to comment on this 
section of your questionnaire. 


5. Larger down-payments= and 
shorter terms will, in my opinion, 
affect sales volume. I do not feel 
that this move will make a better 
businessman out of the average 
dealer. The prime risk involved is 
the retail customer irrespective of 
the type dealer who made the sale. 


6. We are not in the commercial 
refrigeration business. 


7. I prefer not to answer this 
question. 


8. To me the AIR CONDITIONING 
AND REFRIGERATION NEWS is_ essen- 
tially a newspaper. From it I get 
a running account of what is going 
on and find it very interesting, and 
in many cases instructive. 


In conclusion I want to say that, 
in my opinion, the next three or 
four months should be a “Field Day” 
for real, two-fisted salesmen who 
have not overlooked the fact that 
there is no substitute for sweat and 
shoe leather. Beyond that time I 
think we will experience a satisfying 
turn toward a general re-establish- 
ment of confidence. 


CHAS. R. D’OLIVE, 
Vice President. 
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FEDDERS >eiive_ ADJUSTMENT 


G. H. Smith Foresees an Increased But 
Critical Buying of Replacement Market 


Edison General Electric 
Appliance Co., Inc. 
5600 West Taylor St., Chicago, IIl. 


Editor: 


In our opinion, the electric refrig- 
eration business during 1938 will 
meet or exceed the 1937 volume. 
The widespread acceptance of refrig- 
eration and the willingness of people 
to buy, created by years of advertis- 
ing and the continued promotion as 
outlined by the industry generally, 
will keep electric refrigerators fore- 
most in the public mind during 1938. 
There will most certainly be a con- 
tinued willingness on the part of the 
public to buy our products. 


The big problem during 1938 will 
be the ability to buy on the part of 


the medium and low income groups | 


who will be more quickly affected 
by a business recession, no matter 
how slight. We believe that the 
larger down payments and shorter 
terms will materially affect the vol- 
ume of the industry unless we have 
a quick upturn in business, which 
will provide a more optimistic back- 
ground for long-term purchases on 
the part of the public. 


The fact that refrigerators have 
been introduced and are now in 
dealers’ hands early in the season 
should provide an excellent oppor- 
tunity for increased volume early in 
the year, thereby lengthening the 
selling season. 


This lengthening of the sales curve 
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U.S. Pat. Nos. 
1,974,631 
1,987,948 
2,011,379 


FEDDERS MODEL 33 
THERMOSTATIC 
EXPANSION VALVE 
Proven by FiveY ears of Service in Thousands 
of Installations Throughout the World 


See tee Gt tiiwesG 


@ REFRIGERATION. MEN appreciate the easy 
sensitive adjustment of Fedders Model 33 Thermo- 
static Expansion Valves. They find that it enables 
them to balance up the system easily. Accurate, sen- 
sitive adjustment is easily made by the conveniently 
located thumb nut without the use of tools. 
In addition, high vapor power element charge assuring sensitive op- 
eration throughout the entire temperature range, has made Fedders 
Model 33 Valves known as “the brains of the system”. 
Other features include close grained, drop forged valve body which 
eliminates seepage leaks, exclusive interchangeable power element, 
moulded housing, push pin and guide which insulates body from 
power element. Sold by Representative Suppliers Everywhere. 


FEDDERS 


MANUFACTURING CO. 
BUFFALO, NEW YORK 


Atlanta - Boston - Chicago - Cincinnati - Dallas - Detroit - Los Angeles - New York - Philadelphia 
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| will give the retailer a fine, profitable 
business, and will enable him to 
liquidate his fixed expenses on a 
long-term basis. 

The replacement volume in 1938 
should represent a real increase in 
| available market. New designs, new 
| low operating costs, with plenty of 
| additional convenience features, have 
| rapidly outmoded thousands of re- 

frigerators that have been in use for 

several years. 
| It is our opinion that this market 
should be recognized and_ suitable 
plans made to take care of the used 
electric refrigerators as they are 
traded in. 


T. Irving Potter Says 
Smart Retailers Aim 
At High Income Class 


Potter Refrigerator Corp. 
Buffalo, N. Y. 
Dec. 31, 1937 
Editor: 

To answer all the questions in your 
letter of Dec. 27 and attempt to do 
so soundly would, in my opinion, 
consume more space than your very 
fine paper could afford to devote to 
the opinions of one individual. I take 
it that the real purpose of your 


The replacement market will be | 


filled with critical buyers who are 
experienced both in ownership and 
use of an electric refrigerator and 
therefore, will look for extremely 
high standards of operation in the 
refrigerator which they purchase. 

Used refrigerators will find a ready 
market in the lower income groups 
| who at the present time are unable 
to purchase any electric refrigerator. 
As soon as the electric refrigerator 
retailers discover this profitable mar- 
ket and exploit it to their best ability, 
we can look for a great increase in 
the replacement market. 

We at Hotpoint are optimistic in 
looking forward to a real volume of 
business in 1938. 

G. H. SMITH, Manager, 
Hotpoint Refrigerator Sales Div. 


FB. S. McNeal States 
Satisfaction at Fine 
Inventory Status 


Universal Cooler Corp. 


Detroit, Mich. 
Jan. 3, 1938 
| Editor: 
While the immediate outlook for 


business is not up to the standards 
set by the past two years, I find 
| that retailers generally have been 
fully aware of the _ situation for 
several months and have been liqui- 
dating inventories regularly with 
the result that they are in a sound 
position to go forward in 1938. 

This is especially true of depart- 
ment stores, the larger furniture 
stores and outlets of this type in 
major shopping centers, which ac- 
count for the largest portion of our 
household sales volume. Since our 
own inventory of 1937 refrigerators 
is nil, we are in excellent shape to 
take advantage of any business that 
is available. 

Our investigations show that retail 
executives on the whole are well 
pleased with the condition of their 
stocks and are open to buy provided 
they can get the right product at 
right prices. With models 


already | 


out several weeks ahead of previous | 


years, they will have an opportunity 
to shop all lines earlier than usual 
and thus be in a position to aggres- 
sively promote early spring sales. 


In my opinion, the larger stores 
will be an increasingly important 
factor in merchandising electric re- 
frigerators, not only because such 


stores have been more aggressive in 
liquidating stocks but also because of 
their greater experience in selling 
the mass market... the big volume 
market today. 

In the commercial market how- 
ever, saturation is hardly a factor 
because new developments and new 
applications are constantly opening 
up new markets. Because commercial 


refrigeration is sold on a cost and | 


profit basis, it is not so quickly 
affected by retrenchment policies, as 
household refrigeration, which is in- 
clined to be considered a luxury by 
the family that has never owned an 
electric refrigerator. 

However, isn’t it wonderful that 
we are in the best industry in the 
world today; and second, isn’t it a 
wonderful industry that will absorb 
seven thousand (7,000) newly trained 
men a year, for the next 10 years, 
as has been forecast? 

AIR CONDITIONING AND REFRIGERA- 
TION NEWS 
for making available marketing and 


is to be congratulated | 


product information and acting as a | 


clearing house for the dissemination 
of news within the industry. 

F. S. MCNEAL, President, 
Universal Cooler Corp. 


letter is to obtain the thinking of 
certain executives so far as their 
expectancy for the year 1938 is con- 
cerned. 


Regardless of psychic powers 
claimed by some, or hard-boiled busi- 
ness thinking claimed by others, one 
fact, I believe, stands out clearly 
for all to see. 1938 will indeed be 
a most vital and interesting year 
for all concerned. 

With ‘big’ business, “big’’ politics 
and “big” labor engaged in a primary 
struggle for power, business in gen- 
eral can scarcely be expected to con- 
tinue at an advancing rate. This 
cannot help but have an effect on 
the domestic refrigeration industry. 


Another factor to be considered is 
the fact that a large percentage of 
the PRIMARY market for household 
refrigeration has now been filled, at 
least so far as the higher income 
brackets are concerned. Advancing 
costs, which naturally mean advanc- 
ing prices, coupled with a tendency 
toward tightening up of long term 
payments, would of course be ex- 
pected to restrict sales to an as 
yet unknown degree among those of 
lower income. 


Because of this, it seems clear 
to me that aside from any question 
of further acceleration on sales, if 
the industry is to even hold its 
own, it will call for more enthusiasm 
with a harder drive than any time 
in the past. 


Periods of change or turmoil have 
always represented loss to those 
whose fixity of mind entitled them 
to be called “‘standpatters.” Yet each 
such period shows new people in 
the ascendency because they have 
the faculty of more readily adapting 
themselves to the changing condi- 
tions. 


To my way of thinking, the present 
time calls for a shift of attack on 
the part of all dealers who have 
a definite objective of making real 
profits in household refrigeration in 


1938. In the past, their thinking 
and, if you please, their emotions 
have been keyed toward obtaining 


their share of the vast and hungry 
primary market ... in other words, 
selling electric refrigeration to the 
owners of ice boxes. 

I believe the time has clearly ar- 
rived when the progressive dealer 
who genuinely intends to make 
money with his refrigeration depart- 
ment should awaken to the vast 
market which has been so quietly 
developing as to be scarcely noticed 
by the average dealer, namely, the 
replacement market. This replace- 
ment market is definitely already a 
real factor in the industry and it 
is definitely growing larger each 
year. 

Because the well-to-do were the 
first to buy electric refrigeration, we 
now find that the replacement mar- 
ket of today is almost entirely rep- 
resented by our more prosperous 
class, and we find that with their 
experience with electric refrigeration 
in their own homes over a period 
of years they more fully realize the 
value of larger sized cabinets and 
the more advanced features of the 
modern, up-to-date refrigerator. 

Therefore, my advice to dealers 
for 1938 is this: concentrate more 
heavily on the replacement market; 
offer these buyers the better grade 
product and, if real salesmanship is 
put behind it, you will find this 
class ready to buy and ready to 
pay a fair price. 

Let the mail order houses 
centrate on cheap merchandise if 
they will, but remember that the 
better grade of modern refrigerator 
has so many advantages to offer 
to the experienced that, with proper 
salesmanship and aggressive mer- 
chandising, real profits can be made 
this coming year by any sound 
dealer. T. IRVING POTTER, 

President. 
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Peter Heiser Presents Picture Giving Nature 
Of Refrigerator Distribution on West Coast 


Gilfillan Bros., Inc. 
1815 Venice Boulevard 
Los Angeles 
Editor: 

We believe that 1938 electric re- 
frigeration sales will be equal at 
least to the total sales made each 
of the last two years. Our reason for 
believing this is that the refrigera- 
tion market is still far from being 
saturated; that refrigerators have 
been offered as, and have _ been 
proven to be an economy to the con- 
sumer. 

If prices are not too far out of 
line, what with a fairly good building 
program laid out, especially for the 
far west in which we are interested, 
we definitely feel that 1938 will be as 
eood @ year as any. 

We might point out that building 
ictivity is a very strong, dominating 
factor in the success or failure of 
merchandising in general in the far 
West. The building outlook now is 
as good as it has been for quite a 
few years. 

Generally speaking, it is our opin- 
ion that the year-end introduction of 
new models, is not a smart one. We 
are convinced, though we would like 
to be wrong, that refrigeration is a 
highly seasonal industry. The season 
starts with the warm sunshine and 
ends when the temperature drops and 
tne need of refrigeration is less ap- 
parent. 

Offering new models on or before 
Christmas time appears to us as 
foolish as showing a new bathing 
suit line in the middle of winter. The 
year-end introduction of new models, 
will have little effect on the seasonal 
sales curve, but it will if anything 
increase the cost of distribution 
through the expense gone to by vari- 
ous manufacturers to make a 
“splash introduction” in addition to 
normal, seasonal sales and advertis- 
ing efforts. Year-end introduction 
might help in causing dealers or dis- 
tributors to get rid of their obsolete 
models before the season really gets 
underway. 

Generally speaking, the public is 
fairly well sold on the economy and 
efficiency of electric refrigeration, 
though undoubtedly economy will be 
one of the strongest points exploited 
by national manufacturers. And, of 
secondary importance to this will 
probably be the exploitation of con- 
venience of interior arrangement. 
Much has been done in the last two 
years to improve interior convenience 
and much can still be done. 

The distribution picture on the 
Pacific Coast is really an interesting 
one. Here in Los Angeles the depart- 
ment stores are definitely not the 
dominating factor in refrigeration 
sales. Factory branch operations 
have been successful here only where 
they have followed the general trend 
of merchandising and have _ estab- 
lished small branch outlets in vari- 
ous merchandising centers surround- 
ing the heart of the City of Los 
Angeles. 

In other words, here in Los 
Angeles, we have such a tremendous 
Spreading out of our city that we 
have built up a great number of very 
successful merchandising centers that 
give very strong competition to the 
down town merchants. Neighborhood 
merchants have been very success- 
ful in appliance sales. Hence, here in 
Los Angeles, independent specialty 
appliance stores and small retail 
merchants of various classifications 
are, perhaps, on the whole, more suc- 


cessful than they are generally 
throughout the United States. 
Neighborhood outlets in Los 


Angeles sell approximately 80% of 
all refrigerators sold in the terri- 
tory. Other important merchandis- 
ing centers on the Pacific Coast— 
San Francisco, Oakland, Portland, 
Seattle, Spokane, and San Diego 
differ from Los Angeles in that large 
department stores and _ furniture 
Stores that specialize in refrigera- 
tion and other more centralized 
normal retail distribution channels 
are found more successful than small 
Specialized or general neighborhood 
merchants. 

We here have never offered any 
finance plans to our distributors or 
dealers. We work on the assumption 


that our obligation as a manufacturer | 


ceases when we have manufactured 
a good product to sell at a fair price 
with such other services as a manu- 
facturer should offer, for example: 
advertising, service policy, etc. Our 
theory is that if our distributor 


wishes to offer a finance plan to his 
dealers, it is his responsibility 
financially to offer this either by 
himself or with the cooperation of 
a finance concern. The same right on 
down to the dealer. 

If the consumer cannot pay a suf- 
ficiently large down payment that. 
the dealer (if he is of normal 
strength) can discount the paper, 
we feel that that consumer is not 
entitled to, or is not yet ready to 
buy electric refrigeration. And if the 
dealer can’t discount such paper, he 
is not sufficiently strong financially 
to be a real refrigerator outlet. 

Here in the West where we have 
been enjoying marvelous building 
activity, we have a very high per- 
centage of sales to consumers where 
no electric refrigerator had previ- 
ously been used and also to people 
who have moved to the West who 
perhaps have previously used an elec- 
tric refrigerator but may have left 
it or sold it at their former place 
of residence. 

It is difficult to separate these pur- 
chasers, but for the sake of argu- 
ment, will say 95% of the sales were 
to this type consumer, and roughly 
about 5% to consumers who have, 
because of the age or failure of their 
old unit, decided to buy a new one. 

Needless to say, it is a pleasure 
to offer these comments to the 
AIR CONDITIONING AND REFRIGERATION 
NEWS and to say we sincerely appre- 
ciate the service that the NEWS 
renders to the industry is an inade- 
quate expression. Our only real sug- 
gestion to the NEWS might be the 
working out of a universally accept- 
able rating method in order that 
comparative specifications might 
really mean something. 

PETER HEISER, 
Manager, Sales and Advertising. 


Harry Thompson Says 
‘38 Values Will Hold 
Industry Sales Up 


Copeland Refrigeration Corp. 
Sidney, Ohio 
Editor: 

Answering your question in letter 
of Dec. 24, with regard to compara- 
tive volume in 1938, I feel confident 
that sales of both household and 
commercial refrigeration will at least 
equal and may exceed those of the 
last two (2) years. 

All figures indicate that the indus- 
try has a big potential market. Our 
products are necessities, which the 
public will buy, even when conditions 
might cause hesitancy to expend for 
other items. The greater values 
offered in 1938 will contribute much 
toward favorably influencing refrig- 
eration business. 

HARRY E. THOMPSON, 
President and General Manager. 


Don Frank Points Out 


That Business Isn‘t 
100-Yard Dash’ 


Williams Oil-O-Matic Heating Corp. 
Bloomington, Ill., U. S. A. 
Editor: 

Here are some thoughts on the 1938 
outlook, as requested in your wire. 

Naturally the outlook of this 
organization for 1938 is bound to be 
influenced by 1937 results. Sales for 
the past year bettered our 1936 mark 
in both the refrigeration and heating 
fields. 

In fact, a new high was reached 
when dealers sent in orders for more 
than 6,000 Oil-O-Matics in three days. 
This occurred during three days of 
our Buy Now Campaign. 

Business as a whole should come 
through 1938 with an increase all 
along the way. Current conditions 


have shown that business is not a | 


one hundred yard dash, to be de- 


termined by a sudden spurt. Heads | 


are clearing up and the year should 
see more straight thinking than we 
have had in some time. At least 
that is the way our plans are made. 

DON FRANK, Advertising Manager. 
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Modern Electrical Achievements Lightly 
Taken, Says C. E. Wilson in Radio Talk 


By C. E. Wilson, Executive Vice President, General Electric Co.* 


The recent holiday season has 
emphasized the idea of home. And 
to the older generation there must 
have come some thought, as they 
met in family gatherings, of how 
different in material comforts the 
home of today is, from what it was 
only a few decades ago. The won- 
ders of yesterday have become the 
commonplaces of today. General 
Electric is celebrating, in 1938, 60 
years of helping to bring about this 
change. 


We let our children talk to grand- 
mother, 500 miles away, to wish her 
a happy holiday, and it doesn’t seem 
remarkable to us. But the telephone 
will always seem marvelous to grand- 
mother. She wasn’t born to it—nor 
to running water, bath tubs, or an 
iron that doesn’t have to be heated 
on the stove. 


Grandmother pumped water out- 
of-doors, lugged it into the house, 
and heated it before she washed 
dishes. Clothes were wrung out by 
hand, after she had scrubbed them 
on a washboard with strong soap 
that smelled of lye. 

Grandmother, as a matter of fact, 
was born before Edison flashed 
across the world, from Menlo Park, 
the beam from an electric lamp, 
signalizing the approach of a mighty 
servant who, for the next 60 years, 
would add so amazingly to the com- 


*A radio talk given Jan. 3, 1938, during 
the G-E Hour of Charm program. 


fort of living and the fullness of life. 
In her lifetime the designing and 
building of machinery to generate, 
distribute, and utilize electricity has 
created a great industry and multi- 
plied the effectiveness of every 
worker and every productive enter- 
prise. 

There is a direct line of achieve- 
ment from Edison’s first lamp to 
the hundreds of millions of lamps 
which shine tonight in all quarters 
of the globe; from the first little 
motor to the mighty machines which 
tonight drive ocean liners and speed 
streamlined trains across the con- 
tinent; from Edison’s Jumbo dynamo 
to the modern turbine-generator 
developing hundreds of thousands of 
horsepower so that you and I may 
live and work efficiently. 

Yet not a lamp would light nor 
a wheel turn if it were not for men— 
men with vision to believe and cour- 
age to labor until their dreams came 
true. In the General Electric family 
alone are Edison and Thomson— 
Brush, Sprague, Van de Poele, and 
Stanley——Coffin, Rice, and Steinmetz 

-Whitney, Coolidge, and Langmuir. 


In 60 years which comprise the 
age of electricity, drudgery has been 
taken from men in shops and from 
women in homes—-men from opposite 
sides of the earth have been brought 
closer in understarding—new ave- 
nues of employment and _ culture 
have been opened. 

And so it is that General Electric 


will this year celebrate its 60th 
birthday. It was on Oct. 15, 1878, 
that the Edison Electric Light Co. 
was incorporated—the first of the 
companies that were eventually 
merged to form the present General 
Electric Co. 

A birthday is not a destination, 
but a station along the way, and we 
like to recall the words of our own 
Dr. Whitney when he says: 

“I would not dare to say what I 
think electricity may do in _ the 
future. We are always making the 
mistake of supposing we have ex- 
hausted our knowledge in any direc- 
tion. Discoveries and inventions are 
not terminals. They are fresh start- 
ing points from which we can soar 
to new knowledge.” 

General Electric is proud of its 
part in lifting the burden from 
grandmother’s shoulders. It hopes to 
lift more burdens from the shoulders 
of the present and future genera- 
tions. In the light of the knowledge 
of electricity gained in the last 60 
years, and of its limitless potentiali- 
ties, General Electric looks forward 
with confidence. 


Westinghouse Goes West 


SAN FRANCISCO—Westinghouse 
Electric & Mfg. Co. has enlarged its 
display accommodations in the West- 
ern Furniture Exchange and Mer- 
chandise Mart winter market, to be 
held here Jan. 24 to 29, by adding 
approximately 1,000 sq. ft. of floor 
space to its section. 

During the market, Westinghouse 


will exhibit its 1938 all-electric 
kitchens and laundries, which are 
now available to the company’s 


dealers. 


ates 


4 SPEED FREEZER 


PLACES 


WITH 


HOTPOINT 


GET THE INSIDE STORY! 


Thrill to the beauty of the 
new Hotpoint Refrigerators 
— but look inside for the real 
low-down. There you will 
find the reason why Southern 
California dealers ordered a 
solid trainload to meet their 
demands — why wide-awake 
dealers everywhere are clam- 


oring for this refrigerator 
sensation of 1938. 
Circulaire Cooling... 
Thriftmaster . . . Oil- Cooled 
Mechanism...Speed Freezer 
..-Pop-Ice Trays...5 Zones 
of Cold .. . Adjustable Inte- 
rior and more than a score 
of other salable features 


¢ 


PLUS 


1938! 


CIRCULAIRE 


COOLING 


20% FASTER FREEZING 


AT EVEN LOWER 
cost 


—these are the “inside 
facts” which give Hotpoint 
the buy-appeal that builds 
volume business. Join the 
Hotpoint profit parade. Get 
the facts. Act now — today! 


EDISON GENERAL ELECTRIC APPLIANCE CO., Inc., 5632 West Taylor Street, Chicago, Illinois 
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ELECTRIC 
> REFRIGERATORS 


ELECTRIC RANGES + WATER HEATERS «+ SINKS AND DISHWASHERS + WASHERS AND IRONERS 
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Commerctal Re rigeration 


Agricultural Engineer Offers 
Information on Building New 
Farm Fruit Storage Rooms 


TORONTO, Ont., Canada—Detailed 
information on how to construct and 
equip refrigerated fruit storage 
rooms and buildings on farms was 
given by Earl L. Arnold, instructor 
in agricultural engineering at Cornell 
university and extension agricultural 
engineer for University of Arkansas, 
in a speech recently presented before 
the North Atlantic Section of the 
American Society of Agricultural 
Engineers here. 

Mr. Arnold said that the data on 
which his conclusions were based 
was obtained by personal visits to 
nearly 300 farmers with storages in 
the North Atlantic states and 
Ontario, from suggestions and crit- 
icisms by engineers of companies 
manufacturing refrigerating equip- 
ment, and by engineers and horticul- 
tural specialists of experiment sta- 
tions. 


RECOMMENDED SIZE, SHAPE 


He pointed out that the size and 
shape of the storage room are im- 
portant because they affect the cool- 
ing load to be carried by the re- 
frigerating equipment. The structure 
of the storage also should be care- 
fully considered, he said, in planning 
ventilation, air circulation, and insu- 
lation. 

“The most economical shape of a 
storage room from the point of view 


of economical use of _ insulation, 
space, and machinery,” said Mr. 
Arnold, “is a cube. 


“Since it is not practical to build 
a storage room of appreciable size 
to the height this would require, it 
is desirable that the room approach 
be square with a ceiling as high 
as can be loaded conveniently. 

“It may be desirable to build a 
room with a very high ceiling, plac- 
ing a slat floor so that for loading 
purposes it would amount to two 
rooms, but which may be refrig- 
erated as a single room. 


SINGLE ROOM BEST 


“Unless produce is to be stored 
at different temperatures simultane- 
ously, it is most economical to make 
the storage space a single refrig- 
erated room. This uses a minimum 
of insulation and machinery and will 
result in most efficient operation of 
the machinery. 

“Operators of storages of more 
than one room quite frequently say 
that if they were rebuilding they 
would have only one room. Usually 
multiroomed storages are built with 


the idea of selling all of the produce 
from one room first, then es | 


off the refrigeration to this room and 
saving the operating cost. 


LOAD UP ROOMS 


“As the storage is used, the owner 
discovers that it is most convenient 
to load all rooms simultaneously, and 
thus not confine one variety to a 
single room. The additional labor 
cost of operating more than one 
room is appreciable. 

“The very slight reduction in cost 
resulting from operating the ma- 
chinery at less than full capacity 
when all the rooms are not being 
refrigerated is usually less than the 
interest on the larger investment in 
constructing and machining several 
rooms and the additional labor cost 
in managing the separate rooms. 

“If the packing room is adjacent 
to the storage room, produce may 
by moved from one to the other 
on roller conveyors with a minimum 
amount of time and labor. Space 
adjacent to the storage should be 
provided for the storage of empty 
crates, boxes, barrels, etc. It is often 
convenient to provide this space 
above the refrigerated room. If a 
sales room is built in conjunction 
with the storage, it is desirable that 
the structure as a whole be attrac- 
tive in appearance.” 


FOUR FACTORS INVOLVED 


Mr. Arnold named the four most 
important factors in maintaining the 
quality of most produce as proper 
ventilation, proper humidity, proper 
temperature, and storage at the 
proper time in a disease-free condi- 
tion. 

Until the introduction of modern 
refrigerating machinery, he said, 
control of temperature was the most 
troublesome and _ unsatisfactory of 
these factors. 

“The use of mechanical refrigera- 
tion,” stated Mr. Arnold, “allows 
temperature control to be definite. 
On this subject we now await the 
decision of the horticulturists as to 
what is the most desirable tempera- 
ture for each particular kind and 
variety of produce. 


“Unfortunately,” he added, ‘the 
control of temperature has so en- 
grossed the attention of some of us 
that many farmers have built and 
are building refrigerated storages, 
under our direction as engineers, 
with absolutely no consideration of 
ventilation or humidity control.” 

Mr. Arnold went on to describe the 
refrigerating equipment which should 
be installed in a enrages. 


POWER FOR COMPRESSOR 


“The refrigerating machinery in a 
storage,” said he, “can be most con- 
veniently operated by electricity. It 
is the power with which it is now 
practical to provide completely auto- 
matic operation. If electricity cannot 
be obtained economically, storage 
may be satisfactorily operated by 
gasoline or diesel engines or by 
water power. 

“The capacity of the machinery 
should depend primarily on_ the 
amount of produce brought into the 
storage in 24 hours, the temperature 
at which it is brought in, the tem- 
perature to which it is to be cooled, 
and the length of time in which 
this cooling is to take place. 

“Since the largest refrigeration 
load is in reducing the temperature 
of the produce to the storage tem- 
perature, the machinery must have 
a capacity considerable in excess of 
that needed throughout the rest of 
the storage period. 


TRACTOR DRIVES 


“Therefore, many storages which 
require 10 to 15 hp. for a few days 
in the autumn can be satisfactorily 
operated throughout the rest of the 
storage season with only 5 to 7% hp. 

“In situations where electric mo- 
tors larger than 5 to 7% hp. cannot 
be used, or where this heavy load 
on the electric line for a short period 
is to be avoided, it may be desirable 
to place the compressor in a loca- 
tion such that it can be driven by 
a tractor. 

“During the period of heavy load 
it can then be driven by a tractor, 
and after the storage room has been 
brought to the desired temperature, 
a small electric motor, controlled by 
a thermostat within the _ storage 
room, can be used. 

“It is our job as engineers to see 
that machinery subject to this 
simple change is available.” 


FORCED-AIR BEST 


In describing the refrigerant pipes, 
Mr. Arnold said that they usually 
are located within the storage room, 
and that generally they are of the 
coil system or the blower system. 

“In coil systems,” he explained, 
“the coils of cooling pipes are dis- 
tributed along the walls or ceiling 
of the storage room, or along both. 


between the warm and cold air in 
the room may not be more than two 
or three degrees F., the air circula- 
tion with this type of refrigeration 
is relatively slow. 


increasingly slower as it is forced 
through larger and more _ closely 
piled stacks of produce. It is desir- 
able when using this type of refrig- 
eration to provide space of at least 
four inches between the floor and 
the stored produce for air circula- 
tion. 

“A large percentage of the oper- 
ators using this type of refrigera- 
tion install fans to accelerate the 
air movement. Because of the slow 
air movement with coil systems, the 
relative humidity of the air in the 
open spaces of the storage may be 
a very inaccurate indication of the 
relative humidity of the air in con- 
tact with the produce. 
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Me.6 ot a Series of Curtis Etianeed Engineering Features. 


CURTIS Balanced Bellows Seal 
insures Even Pressure, Long Life, 
Easy Accessibility and Renewal 


@ The Curtis balanced bellows seal, using a multi- 
plicity of calibrated springs insures uniform pressure 
on the entire sealing surface. Regardless of crank- 
case pressure the seal assembly is perfectly bal- 
anced at all times. The seal surface is on the wide 
inner race of a special Timken Bearing and the ex- 
tremely hard Timken steel assures unusually long 
seal life. Furthermore, the bearing can be replaced 
and lapped without dismantling the entire compressor. 


This is another example typical of Curtis’ experience 
and precision engineering, resulting in outstanding, 
efficient, economical performance—a fact constantly 
proven in thousands of installations. There is a Curtis 
model for every refrigeration and air conditioning 
requirement, from 1/6 to 30 H.P. 


Write to Curtis for details of the complete Curtis line. 


CURTIS REFRIGERATING MACHINE - 


Division “cd aan kar _ 


1912 KIENLEN AVENUE 


Canadian Curtis Refrigeration Co., 
20 George St., 


Tapered 


TIMKEN *&> BEARING : 
EQUIPPED 


CURTIS 


“Builders of Condensing Units Since 1922"" 


Represented in Canada by 
Ltd. 


Hamilton, Ont., Can. 


| mobile. 


Fruit Farm Storage Rooms—A Golden Opportunity 
With farm income at a new high, farmers can be expected tc 
make improvements on their property during the coming year. 


On fruit farms mechanically refrigerated storage rooms or houses 


have enjoyed a sudden growth 


in popularity. In this article 


Mr. Arnold tells about some of the considerations involved in building 


and equipping such storages. 


“This relatively slow air movement 
undoubtedly results in a slow re- 
moval of the gaseous products of 
respiration from contact with the 
produce. Operators of apple storages 
using coil refrigeration more fre- 
quently report difficulties with apple 
scald than do operators using blow- 
ers. 

“Good refrigeration can be ex- 
pected from coils for horizontal dis- 
tances not exceeding 20 feet from 
the pipes. Thus, a room 40 feet wide 
is the largest that can be satisfac- 
torily refrigerated with coils on the 
walls only. 

“In wider rooms it is necessary 
to provide cooling pipes away from 
the walls, preferably near the ceiling, 
so that no part of the room will be 
a horizontal distance of more than 
20 feet from cooling pipes.” 

Mr. Arnold advised the use of drip 
pans under the cooling coils, stating 
that apples stored near the ceiling 
directly under wide horizontal drip 
pans ripen more rapidly than do 
apples in other parts of the room. 

Ventilation in a storage equipped 
with coils can be provided for either 
by fans installed in ducts leading 
outside, or by flues and ducts, Mr. 
Arnold said. 


TYPES OF BLOWERS 


“In blower systems,” he told the 
assembled engineers, “the coils of 
cooling pipe are contained in compact 
cabinets, and air is forced over them 
by fans. Blowers are of two types. 

“One is a small unit very similar 
to a hot water heater in an auto- 
A motor-driven fan is 
mounted along one wall near the 
ceiling. 

“When blowers of this type are 
used, inlet flues should be built from 
the back of the blower to the floor 
in such a way that the air drawn 


“Since the temperature difference | through the blower will come from 


near the floor. Unless this is done, 
produce stored near the blower is 
likely to cause the air coming from 
the blower to be deflected back 
through it without going through 


“This sluggish circulation becomes | the produce. 


“Use of small blowers in large 
rooms results in duplication of com- 
plicated machinery. 

“The other type of blower is larger, 
and can be obtained in a sufficient 
vane of sizes so that a single 


unit will meet the requirements of 
a single room. 

“This type of blower is placed on 
the floor usually at one side or end 
of the storage room. It draws air 
from near the floor, passes it over 


cooling coils, and expels it along 
the ceiling. 
BLOWER SIZE, INSTALLATION 


“Blowers are usually installed with 
sufficient capacity to handle a volume 
of air equal to the volume of the 
room in about three minutes. This 
insures a rather rapid air movement. 
If outlet flues from the blower are 
properly constructed and the vanes 
in the openings properly adjusted, 
a uniform distribution of air through- 
out the room is possible. 

“It is usually desirable with this 
type of refrigeration to store produce 
in comparatively open containers in 
relatively solid stacks. Aisles or 
alleys through which air can return 
to the blower should be avoided. 


“The rapid movement of air will 
insure relatively uniform humidity 
throughout the room. 


Mr. Arnold cautioned that, since 
moisture cannot accumulate with 
blower systems, the resulting low 
humidity causes comparatively rapid 
shriveling of the produce, and he 
suggested simple ways of ensuring 
sufficient moisture. 


By connecting the blower to out- 
side air ducts, Mr. Arnold said, the 
air in the storage room can be com- 
pletely changed within a few minutes. 
Proper adjustment of the dampers 
will insure continual slow change of 
air. Dampers also may be arranged 
so that in cold weather a larger 
proportion of outside air may be 
drawn in and handled by the blower, 
Mr. Arnold pointed out. 

“In most cases,” he continued, “it 
will be found desirable to defrost the 
blower once a day during the storage 
season, and oftener during loading. 
If the storage room is held at 
temperatures higher than 38° F., 
defrosting usually can be satisfac- 
torily accomplished by stopping the 
compressor and allowing the blower 
to circulate the air of the storage 
room over the coils.” 

Brine spray blowers, Mr. Arnold 
said, accelerate corrosion of the coils, 


(Concluded on Page 11, Column 1) 
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Proper Defrosting 
In Fruit Storage 


(Concluded from Page 10, Column 5) 
making the machines with which 
they are used short-lived. 

He advocated the hot-refrigerant 
method of defrosting, saying that it 
results in only a small waste of 
power and a commensurately slight 
loss. Best time to defrost, he said, 
is during the loading period, when 
room temperature is_ sufficiently 
above freezing to permit the stop- 
ping of the compressor while the 
blower continues in operation. Simple 
and reliable devices can be obtained 
which will automatically stop and 
start the compressor at regular, pre- 
determined intervals, he added. 


Method Important 


Room Operation 


“I have yet to hear a farmer 
express regret at having built his 
own refrigerated storage,” Mr. Ar- 
nold concluded. “As a typical ex- 
ample, I have in mind a 15,000-bu. 
apple storage that was built in the 
summer of 1935. The owner expects 
that by the end of the present season 
it will have repaid the entire cost 
of construction and operation, and 
will have paid a reasonable interest 
on his investment. 

“He expects in the future to be 
able to store his own apples with 
enough profit to himself so that he 
could afford to build a new storage 
every three years.” 


Brunswick Introduces 
New “Silver Dome’ 
Beer Coolers 


CHICAGO—New line of “Silver 
Dome” beer coolers, recently intro- 
duced by Brunswick-Balke-Collender 
Co., features an “on the top’ dome 
with refrigerated faucets, a heavy- 
duty Brunswick compressor, barrel 
compartments, and drainboard and 
rinse pan all built into a single cabi- 
net. 

Six models comprise the line, rang- 
ing in length from 7 feet 8 inches to 
16 feet. 

Model 82-C is an eight-foot unit 
with counter, has a two-faucet Silver 
Dome, two compartments for regu- 
lation half barrels, workboard with 
stainless steel top and 1%-inch splash 
apron, 12-inch square drip plate 
under faucets, drainboard and double 
rinse pan with hot-and-cold swing- 
ing faucet, and barrel-tapping equip- 
ment connecting the barrel with the 
Silver Dome. 

Compressor is a 13-hp. water-cooled 
unit with methyl chloride refrigerant, 
and is installed in a compartment 
next to the beer cooling section and 
below the drainboard and rinse pan. 

The cabinet is 32 inches wide, has 
an overall height to the top of the 
Silver Dome of 66 inches, stands 371% 
inches to the top of the workboard, 
and 44 inches to the top of the bar 
counter. 

Model 82 is the same as 82-C ex- 
cept that it has no counter and is 
7 feet 8 inches long and 29 inches 
wide. 

Largest model is the _ 16-foot 
1614-C, which in addition to the 
features of the small model has two 
pre-cooling barrel compartments, a 
utility storage compartment, and a 
stainless steel set-up rack with bot- 
tle holes and an ice tray. 

The Silver Dome has two beer 
taps and a water faucet. Compressor 
used with this model is a 
14-hp. Brunswick, water-cooled, using 
methyl chloride. Width of the cabi- 
net is 32 inches; height to work- 
board is 37% inches. 

The other three models of the line 
are very similar to the largest unit. 
Model 1614 has no counter, is 15 feet 
8 inches long. Otherwise it is identical 
with 1614-C. 

Model 1614-I is the same as 1614, 
except that the section under the 
set-up rack contains an ice cube 
compartment with 18 trays and a 
capacity of 486 cubes per freezing, 
averaging two freezes a day. 

This ice cube compartment also 
is included in model 1614-IC, which 
is of the same size as the largest 
unit. 


The 
cool beer to 


Silver Dome unit is said to 
a constant 40° F. in- 


definitely, and to eliminate “morning 
draw,” ‘wild beer,” and tapping 
waste. 


The cooler is assembled at the 
factory and shipped intact, and can 
be adapted to any bar. 


6 Kelvinator Distributors 
To Handle Commercial 


| Albert Fogel, 


DETROIT—Commercial franchises | 
have been granted to six new Kelvin- | 
ator distributors, according to J. A. | 


Harlan, manager of Kelvinator’s 
commercial division. 
They are as follows: 
Lutz, Inc., Pawtucket, R. IL; 
ton Sales Co., Sikeston, Mo.: 
Refrigeration Co., Danielson, Conn.; 
Sutterer Sales and Service Co., Per- 
ryville, Mo.; The Plaut Cadden Co.., 
Norwich, Conn.; E. W. Swick Elec- 
trical Co., Torrington, Conn. 


Edward A. 
Sikes- 


Electric | 


York Files $3,000,000 
Bond, Note Issue 


WASHINGTON, D. C.—A registra- | 


tion statement has been filed by York 
Ice Machinery Corp. with the Securi- 


ties Exchange Commission, covering 


$1,500,000 first mortgage convertible 
bonds, due in 1947, 
convertible notes due the same year. 


and $1,500,000 | 


Coupon rate on both the bonds and 


notes will be filed by amendment. 


The company also registered 66,714 


shares of 5% 
ferred stock, $100 par value, 
80,057 shares of common stock, no 
par value, to be issued in exchange 
for 53,371 shares of 7% 


convertible first pre- | 
and | 


preferred | 


stock. The statement covered an un- | 


determined number of common 


shares to be reserved for conversion | 


of the bonds, 
preferred stock. 


68-Foot Display Hie Is 
Made by Kelvinator 


CHICAGO — A specially-con- 
structed, 68-foot refrigerated display 
case designed by engineers of Kelvin- 
ator division, Nash-Kelvinator Corp., 
was installed to refrigerate the Na- 


notes, and 5% 


first | 


tional Live Stock and Meat Board | 
display at the recent International | 


Live Stock Exposition here. 


The case was 68 feet long, 11 feet 


high and 11 feet wide, with six | 
front sections and two ends of | 
double-thickness’ glass. Four-inch 


corkboard insulation was used on all 
sides except the floor. 

To cool the case, two Kelvinator 
5-hp. condensing units and eight 
forced convection cooling units, each 
with three-speed fan control, were 
used. Temperature was maintained 
at 38° F. 

In addition to the normal cooling 
load, the special refrigerating equip- 
ment had to overcome the heat from 
68 150-watt lamps, three 200-watt 


flood lamps, 13 electric motors, and | 


a hot plate, the latter used occa- 
sionally to boil water. 

Total load of the lighting equip- 
ment and the motors was 40,000 
B.t.u. an hour, requiring three tons 
of refrigeration. 

An additional difficulty was caused 
by the uneven circulation of air 
inside the cabinet, due to panels, 
decorations, and baffles used. 


Fogel Boxes Available with 
‘Air-Conditioned’ Units 


PHILADELPHIA All models of 
Fogel reach-in boxes, bakery, and 
butter boxes are now available with 
“air-conditioned” panel type unit 
coolers in place of the conventional 
overhead coil, if desired, reports 
sales manager of the 
company. 

Cooler unit is so designed that the 
air is drawn in through a reverse 
flow fan, washed and cooled, and 
then sent out through the bottom 
of the unit, Mr. Fogel said. Fully 
enclosed and finished in baked white 
enamel, the unit is designed to pro- 
vide more even temperatures through- 
out the cabinet interior. 


Kold-Hold Co. Elects 
Officers for 1938 


GRAND RAPIDS, Mich.—J. R. 
Tranter was elected president of 
Kold-Hold Mfg. Co. at the annual 
meeting of the firm held here re- 
cently. 

Other officers elected at the meet- | 
ing are J. M. Degnan, vice president, 
Carl Reynolds, secretary, and L. H. 
Hull, treasurer. 
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THE BRUNNER ECCENTRIC DRIVE 
CANNOT BE EQUALLED FOR 


QUIETNESS 


A new broom sweeps clean—and the average new condensing unit runs 


quietly. But what about a year hence? That's a mighty important consider- 
ation... the design of Brunner Refrigeration Equipment licks the problem 
of noise permanently in four time-tested ways: first, through an exclusive 
construction which carefully balances reciprocating parts and thereby cuts 
secondly, with an eccentric-drive connecting rod, 


thirdly, with 


vibration to a minimum; 
precision machined and bronze bearinged for years af wear; 
a heavier-than-average fly wheel; fourthly, through perfect alignment of 
shaft, bearings and pistons ... But Brunner value just begins with smooth, 


“purring” service. In economy of operation, in over-all efficiency, in initial 
cost, Brunner leads. Check through the Brunner design point by point and 
you'll see why! The 1938 Brunner line comprises one hundred and thirty- 
four condensing unit models and seven compressors for practically all 


applications, refrigerating and air conditioning, up to 15 H. P. Fully illus- 


trated catalog on request. Brunner Manufacturing Co., Utica, N. Y., U. S. A. 
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READ—AND WE BELIEVE YOU’LL AGREE: THIS IS A 


8 7 Py eee oe eee ok Pee es ce 


DEVELOPMENT THAT RATES WITH THE GREATEST 
SINCE ELECTRICAL REFRIGERATION WAS BORN 


ET YOURSELF for the big news about 
Kelvinator for 1938! 

It’s the biggest thing we’ve ever put before the 
industry. The greatest product... the most power- 
ful advertising program. . . 

An absolutely, brand-new, revolutionary idea 
in LOCAL, ON-THE-SPOT advertising for each 
dealer... plus SALES SUPPORT and active SELL- 
ING HELP never before equalled ! 

Literally, the greatest co-operation between 
manufacturer and dealer since the electric refrig- 
erator business was born! 


LOOK AT THE PRODUCT! 


When we call the new 1938 Kelvinator the 
Champion Ice-Maker, we mean every word of it! 


Its new, sealed, super-silent Polar Power Unit 
2 big 
ice cubes for I¢ (figured at the national average 
rate for electric current). 


is so efficient and economical, it delivers 


But that’s only one among many new features 
Kelvinator has to offer in 1938. 
— lots more —in the list over on the opposite 


There’s more 


page. Read it. And still more not even mention- 
ed there that you'll have to see to appreciate. 


LOOK AT THE ADVERTISING! 


In short, we’ve got a refrigerator here so grand 
that no advertising technique ever used before 
was good enough to show it. 

So we had to invent a new one—a brand new 
way of glorifying a refrigerator in pictures . 


telling a whole sales story in pictures... that 


will be one of the biggest wallops of the year! 


And how we’re going to use it! Full pages 
... full color...a full schedule running contin- 
uously in the most influential magazines in the 
country. Full pages in color in the Sunday sec- 
tions of city newspapers — plus a big campaign 
in dailies —all listing dealer names! 


Smashing, fighting, power-house stuff — built 
to make sales! 


LOOK AT THE SALES SUPPORT! 


Every bit of this pointed right straight to YOUR 
door—where you'll be prepared to meet it with 
the greatest sales-closing force ever put into the 
hands of any refrigerator dealer. 

Because we’ve got a plan for you that will do 
the business! 


It includes INDIVIDUALLY TAILORED local 


advertising... over your OWN name... in the 


_ —Pé————ee 


$8,000 CONT 


op IN--° open to every- 
‘a a ary! Except factors 
“oe { Nash-Kelvinator. 
’ 7 _ distributor or 


salesmen - +> 


NYBODY © 

body in the 
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r wholesale 


or office 
President 
dealer .-- retail 0 
| 
friend or foe. 


FIRST PRIZE- 


«5.000! Seven other 


EST OPEN TO INDUSTRY 
UNTIL JANUARY 


newspapers which YOU PICK YOURSELF. 


Even more important .. . It includes a SALES. 
CLOSING program that’s the hottest thing going, 
today. You never saw so many tested and ap- 
proved sales-training materials . . . door openers 
... carefully planned seasonal selling campaigns! 
Or more generous customer financing plans. 


And there’s plenty more! Absolutely everything 


you need to go to town in 1938—in a big way! 


ACT NOW! 


See the new Kelvinators and get the full 1938 
story from your nearest Kelvinator distributor, 
Or write, Dept. ACR-1. 

KELVINATOR DIVISION OF 
NASH-KELVINATOR CORPORATION 


Plymouth Road Detroit, Michigan 
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Executives See 
1938 as ‘Hump’ 


ALES of household electric 
S refrigerators in 1938 should 
the 


amount to approximately 


same handsome total as did sales | 


in 1937, according to forecasts 
presented by a group of represen- 
tative executives in the industry 
in response to a questionnaire 
distributed by the NEws. 


In reading the various replies, 
one gets the impression that the 
leaders of the industry look to 
1938 as a “hump.” If the refrig- 
eration business can manage to 
edge over the top, a_ future 
promising for profits lies waiting 
on the other side. 


From the newly reorganized 
Copeland Refrigeration Corp. in 
Sidney, Ohio, come two reports 
which concur with this generaliza- 
tion. 


Writes President Harry E. 
Thompson, “I feel confident that 
sales of both household and com- 
mercial refrigeration will at least 
equal and may exceed those of 
the last two years.” 


Agrees Frank J. Gleason, vice 
president in charge of _ sales, 
“Refrigeration business in 1938 
will, I believe, equal the volume 
of the past two years.” 


Enlarging on his opinion, Mr. 
Gleason continues, “To bring this 
about, a larger percentage of the 
sales must necessarily be in the 
lower income group, which means 
that prices are an_ important 
factor. 


“Total sales will probably not 
be increased, but the _ business 
done should be more profitable for 
the manufacturer, distributor, and 
dealer by having inventories more 
closely controlled.” 


A. E. Allen, vice _ president, 
Westinghouse Electric & Mfg. Co., 
says, “It is my opinion that 1938 
electric refrigerator sales’ will 
approximate those of the last two 
years.” 


Declares G. H. Smith, manager 
of Hotpoint refrigerator sales 
division, Edison General Electric 
Appliance Co., Inc. “In our 
opinion, the electric refrigeration 
business during 1938 will meet or 
exceed the 1937 volume.” 


W. Paul Jones, general manager 
of the home appliance division of 
Fairbanks, Morse & Co., also 
contends that sales in 1938 will 
approximate those of 1937. 


“There is nothing in the history 
of the electric refrigeration indus- 
try to date,” he writes, ‘which 
should cause us to expect any 
appreciable recession in sales by 
the industry during the year 
1938.” 


A similar outlook for the Far 
West is reflected by Peter Heiser, 
sales and advertising manager for 
Gilfillan Bros., Inc., Los Angeles, 
who writes: 


“We believe that 1938 electric 
refrigeration sales will be equal at 
least to the total sales made each 
of the last two years. We might 
point out that building activity is 
a very strong, dominating factor 
in the success or failure of 
merchandising in general in the 
Far West. The building outlook 
now is as good as it has been 
for quite a few years.” 


Among those who foresee a 
slight sales decline in 1938 are 
Chas. R. D’Olive, vice president, 
Crosley Radio Corp.; G. J. Chap- 
man, manager of the _ specialty 
appliance sales division, appliance 
and merchandise department, Gen- 
eral Electric Co.; and T. Irving 
Potter, president of Potter Refrig- 
erator Corp. 


“With ‘big’ business, ‘big’ 
politics, and ‘big’ labor engaged 
in a primary struggle for power,” 
states Mr. Potter, ‘business in 
general can scarcely be expected 
to continue at an advancing rate. 
This cannot help but have an 
effect on the domestic refrigera- 
tion industry.” 


Outspokenly, Mr. D’Olive de- 
clares: ‘According to my running 
lights, 1938 sales will be slightly 
lower than those for the two 
previous years. This shrinkage, in 


my opinion, will be due to a fear | 


on the part of the public at large 
as to what is going to happen 
next.” 


More formally, Mr. Chapman 
writes, “We feel that by reason 
of present business conditions, 
and particularly the outlook for 
business during the early part of 
1938, total industry refrigerator 
sales will probably be somewhat 
less for the current year than for 
1937.” 


Foresees Sales Gains 


On the other side of the fence, 
predicting sales gains, is Don 
Frank, advertising manager, Wil- 
liams Oil-O-Matic Heating Corp., 
who prophesies, “Business as a 
whole should come through 1938 


with an increase all along the 
way.” 
F. S. McNeal, president of 


Universal Cooler Corp., seems to 
expect both a decline and a gain 
in 1938 sales. 


“While the immediate outlook 


for business is not up to the 
standards set by the past two 
years,” he states, “I find that 


retailers generally have been fully 
aware of the situation for several 
months and have been liquidating 
inventories regularly with the 
result that they are in a sound 
position to go forward in 1938.” 


And there we have the picture 
as seen by 11 


manufacturing | 


executives in the industry. Six 
contend that the 1938 sales volume 
will be the same as that of 1937 
and 1936. Three foresee a slight 
falling off. One predicts a general 
increase. And one sees double. 


What factors will contribute 
most to the maintenance of 1938 


| 


sales at the level set by the two | 


previous years? 


Mr. Thompson holds that the 
greater values offered in 1938 will 
contribute much toward favorably 
influencing refrigeration business. 


“The rapid growth of rural 
transmission lines is continually 
opening up new pre-sold markets 
for refrigerators, and will probably 
continue to do so for some years 
in the future,’ states Mr. Allen. 
“The residential construction in- 
dustry is overdue for considerable 
expansion, and this when it 
materializes will have a favorable 
effect on refrigerator sales. 


“Replacement of obsolete and 
worn-out refrigerators is develop- 
ing a rapidly expanding market 
which should account for 20% or 
more of the total volume in 1938.” 


Leading Sales Appeals 
Mr. Allen lists the leading sales 


points for 1938 as economy of | 


operation, better food preserva- 
tion, and more and better con- 
venience features. 


The replacement market also is | 


pointed out by Mr. Potter as a 
vast market which progressive 
dealers should immediately begin 
to cultivate. 


“Sweat and shoe leather” are 
still the most important factors 
contributing to any sales volume, 
says Mr. D’Olive, who expresses 
his opinion that the next three or 
four months should be a “field 
day” for real, two-fisted salesmen. 


Mr. Chapman writes, “We are 
convinced that as in the past, 
quality, styling, price, and the 
reputation of the manufacturer 
will be the principal factors 
governing public acceptance.” 


Says Mr. McNeal, “In my 
opinion, the larger stores will be 


production that leads to costly 
liquidations.” 


Mr. Chapman writes, “As you 
know, we have during the past 
two years introduced our new 
models in November and Decem- 
ber. We have followed this plan 
so that our refrigerators would 
be available to the public for 
Christmas purchases. 


“Also, we are able, by using 
this date of introduction, to reduce 
to a very minimum the carry-over 
of previous year’s models and 
enter the spring selling season 
with a clean stock of machines of 
current manufacture.” 


From Mr. Smith comes another 
favorable comment: “The fact 
that refrigerators have been in- 
troduced and are now in dealers’ 
hands early in the season should 
provide an excellent opportunity 
for increased volume early in the 
year, thereby lengthening the sell- 
ing season.” 


Dubiously, Mr. Gleason says, 
“Year-end introduction of new 
models should, of course, have the 
effect of leveling the sales curve 
over the seasons, but I question 
whether the desired result will be 
attained in the immediate future.” 


Regretfully negative is Mr. 
Heiser, who _ states, “Generally 
speaking, it is our opinion that 
the year-end introduction of new 
models is not a smart one. We 
are convinced, though we would 
like to be wrong, that refrigera- 
tion is a highly seasonal industry.” 


Four executives express their 
opinion that the larger down 
payments and shorter credit time 
now in effect will have a direct 
effect on sales volume. Two be- 
lieve that no effect will be shown. 


Says Mr. Allen, ‘Unquestionably 
larger down payments and shorter 
finance terms will have some 
effect on sales volume.” 


| Effect of Stiffer Terms 


an increasingly important factor | 


in merchandising electric refrig- 
erators, not only because such 
stores have been more aggressive 
in liquidating stocks, but also 
because of their greater experience 
in selling the mass market... the 
big volume market today.” 


General opinion favors the early 
introduction of new models, 
although one dissenting voice and 
one doubtful voice are heard. 


Year-End Model Showings 


“The year-end introduction of 
new models should be a favorable 
influence on the seasonal sales 
curve. Total sales should show an 
increase by virtue of the earlier 
introduction of lines,’’ says Mr. 
Jones. 


In accord, Mr. D’Olive states, 
“The year-end introduction of 
new models will tend to flatten out 
the sales curve.” 


Another favorable vote is cast 
by Mr. Allen, who declares, ‘The 
year-end introduction of new 
models will unquestionably have a 
tendency to flatten the seasonal 
sales curve, and a tendency to 
eliminate the extreme peaks and 
valleys which have been char- 
acteristic of past years. 


“The year-end introduction pro- 
gram should make it possible for 
the manufacturer and distributor 
to plan and produce more intelli- 
gently and more accurately, and 
eliminate 


ee 


the hazard of over- | 


ee 
~~ 


In similar words, Mr. D’Olive 
declares, ‘Larger down payments 
and shorter terms will, in my 
opinion, affect sales volume. I do 
not feel that this move will make 
a better businessman out of the 
average dealer.” 


Opines Mr. Chapman, “To some 
extent the increased down pay- 
ments required by the finance 
companies have stymied sales even 
more so, it would seem, than the 
shorter terms. We believe, how- 
ever, that the new terms will tend 
very materially to stabilize dealer 
business and prevent increase in 
repossessions.” 


Mr. Smith states, ‘We believe 
that the larger down payments 
and shorter terms will materially 
affect the volume of the industry 
unless we have a quick upturn in 
business, which will provide a 
more optimistic background for 
long-term purchases on the part 
of the public.” 


Briefly, Mr. Jones says, “Down 
payments and shorter terms for 
monthly payments should cause 
no apparent change in_ sales 
volume.”’ 


Of like opinion is Mr. Gleason, 
who avers, ‘The less liberal credit 
terms recently instituted are still 
adequate in my opinion and should 
not affect sales volume materially.” 


It wasn’t so long ago that the 
industry was striving mightily to 
reach a total annual sale of 
1,000,000 household units. In 1937 
the total was 2,520,000; for 1938 
a like total is predicted. Electric 
refrigeration has not only become 
a big business, but its leaders 
apparently intend to keep it one. 


ica iif Goa 


LETTERS 


Responsibility Not Ours 


For Mixup in Names 


Weil, Gotshal & Manges 
Attorneys at Law 


60 East 42nd St., New York 
Jan. 8, 1938 
Sirs: 
With further reference to your 


letter of Dec. 29, 1937, may we have 
a definite statement from you that 
you will drop the name “A. M. C. Co.” 
from the list under discussion in any 
future publications. 

SYLVAN GOTSHAL 


Answer: We have already, and 
long ago, dropped the name of 
A.M.C. Co., Butte, Mont., from our 
Directory list of manufacturers of 


as was ex- 
(Published 


refrigeration equipment, 
plained in previous letter. 
Jan. 5, 1938.) 

However, while we have no reason 
to believe that the A.M.C. Co. of 
Butte will enter the _ refrigeration 
business as a manufacturer, it does 
not seem feasible for us to assure 
you that they will not do so. Obvi- 
ously, that is something over which 
we have no control and furthermore, 
any conflict between that company 
and the company which you represent 
regarding the right to use the name 
is a matter which will have to be 
settled between the two companies 
concerned and not by us. 

We have been pleased to cooperate 
with you by giving you all informa- 
tion which is available from our 
records but we do not see that there 
is any obligation on our part to make 
a statement that we will not publish 
a particular name at any time in the 
future since such name might con- 
ceivably bob up in the news. 


Continental Omitted 
In Exhibitors List 


Continental Corp. 
Fond du Lac, Wis. 
Jan. 8, 1938 
Editor: 

We note with considerable regret 
that you omitted the name of the 
Continental Corp. in the list of 
refrigerator manufacturers who are 
going to show at the Stevens hotel 
exhibit Jan. 9 to 15, 1938. 

We have engaged spaces Nos. 146 
and 147 at the Stevens hotel in the 
major appliance section in Main 
Exhibition Hall and naturally sin- 
cerely regret the omission of our 
name from the list of firms which 
you published in your Dec. 29 copy. 

HENRY MILLER, Sales Mgr. 


| Says ‘Red Book’ Particularly 


Helpful in Small Towns 


1233 Franklin Ave. 
Wilkinsburg, Pa. 
January 3, 1938 


Editor: 
It is believed that I have been 
somewhat remiss in acknowledging 


receipt of my copy of the “Red Book” 
and in commenting upon it as re- 
quested in your accompanying letter. 

This, however, was not occasioned 
by lack of interest, for your plan for 
distribution of manufacturers’ litera- 


ture in my opinion meets the needs 
of service and installation organiza- 
tions excellently. This is especially 


true in the case of such organizations 
operating in small towns remote from 
larger centers and sources of supplies. 

Although this original is recognized 
to be not as complete as intended it 
has already proved useful to me. Job- 
bers’ catalogs do not list the lines of 
all manufacturers so that an assem- 
bly of manufacturers’ listings is 
necessary in order to see what the 
market offers and to keep informed 
of new items. Names of manufac- 
turers whose materials I have used 
and who do not appear as yet in the 
“Red Book” are, Armstrong Cork Co., 
Detroit Lubricator Co., Automatic 
Products Company, Imperial Brass 
Co., and the McIntire Connector Co. 

It is hoped that I will not be for- 
gotten if any further catalogs are 
distributed for the “Red Book.” My 
copy bears your reference number 
6185-913. 

H. E. RUvucGcies. 


‘Around the World’... 


I am pleased with my copy of 
the book “Around the World with 
a Candid Camera.” Being a candid 
camera hound myself I enjoyed this 
book immensely. Best wishes for your 
continued success in 1938.—Oakleigh 
R. French, Oakley R. French & Asso- 
ciates, Advertising, 4235 Lindell Blvd., 
St. Louis. 


Your book is most interesting. 
R. Payne Wettstein, Keeney Publish- 
ing Co., 6 North Michigan Ave., Chi- 
cago. 
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Air-Conditioning Jobs 
Lead Building Activity 
Announced in Houston 


HOUSTON, Tex.—In preparation 


for the coming summer months, air- | 


conditioning installations led all 
Houston building activity started or 
announced during the past month. 

Work is to be started late in Janu- 
ary on a $350,000 installation in the 
410-foot high Esperson building, 
with completion expected for early 
summer. Plans have been completed 
by Charles Leopold, engineer of 
Philadelphia, and John  Eberson, 
architect of New York City, and bids 
are now being received. The Esperson 
will be the second Houston public 
office structure to be completely air 
conditioned, the Second National 
Bank building being the first. It has 
27 floors of offices, and is equivalent 
to 36 stories in height. 


An installation costing approxi- | 


mately $200,000 has been started in 
the Texas State hotel and will make 
this structure the second Houston 
hotel to be completely equipped, the 
Ben Milam being the first. The build- 
ing is 17 stories high, having 400 
rooms. Charles G. Heyne & Co., 
Houston, has been awarded the con- 
tract, and Kribs & Landauer are con- 
sulting engineers for the _ project. 
The installation is to be completed 
by early spring. 


Boarding Houses Scarce, 
Young Engineers at 


Carrier Form Club 


SYRACUSE, N. Y.—Unable to find 
satisfactory apartments or rooms 
here last September when the advent 
of several hundred Carrier employes 
caused somewhat of a housing prob- 
lem in Syracuse, seven young Carrier 
engineers banded together, rented a 
house, and opened what they call the 
“Carico Club.” 

Organizing along much the same 
lines as a college fraternity, the 
group hired a housekeeper to pre- 
pare the meals and keep the house 
in order. 


Duncan Havins is president of the 


group and Jack Cowan is secretary. | 
Other members are: Edward Jones, | 


George Hoffman, Ledyard Avery, 
Randolph H. Braxton, and Harry 
Bellich. All of the young engineers 
are graduates of Carrier's air-condi- 
tioning school. 


Dental Mfg. Co. Extends 
System; Benefits Show Up 


COLUMBUS, Ohio—The 
air-conditioning system in the offices 


of Columbus Dental Mfg. Co. has | 


been extended to provide air condi- 
tioning in the factory, after a two- 
year test proved that efficiency of 
the office workers had shown notice- 
able improvement. 

The original system was installed 
in 1934, primarily for the comfort 
of the employes, most of whom are 


girls. Company officials noted that | 


the girls’ work improved, conducted 
an investigatory test, determined that 


the air-conditioning system was re- | 


sponsible for the improvement, and 
decided to air condition the factory 
as well. 


Now fully equipped with Carrier | 


year-around air conditioning, the 
Columbus Dental Mfg. Co. represents 
the first complete factory air-condi- 
tioning job in the city. 


— ee 


First Home Equipped by G-E 
Opened in Minneapolis 


MINNEAPOLIS—First of 25 mod- 
ern homes completely equipped with 
General Electric appliances was 
opened here recently amid a special 
publicity drive which brought out 
a large crowd on the opening day. 


Cooperating in the advertising of 
the home’s opening were Northern 
States Power Co.: Calhoun Realty 
Co.; Hansen-Aarhus Co., builders; 
Sutherland Air Conditioning Corp., 
G-E heating and air-conditioning 
equipment dealer; American Electric 
Co., G-E appliance dealer, and Stand- 
ard Tile & Marble Co., as well as 
local newspapers. 

Another G-E equipped home was 
opened for public inspection in the 
country club district here, and a 
third such home is nearing comple- 
tion. 


Carrier | 


Sheeran Heads Frigidaire 
Sales in Cincinnati 


CINCINNATI—E. P. Sheeran has 
been appointed sales manager of the 
Cincinnati district of Frigidaire divi- 
sion, General Motors Sales Corp., to 
succeed Fred M. Davison, recently 
named manager of Frigidaire’s newly 
created branch office in Nashville, 
Tenn. 

Mr. Sheeran, who first became as- 
sociated with the Delco Light divi- 
sion of General Motors 21 years ago, 
has served in various capacities with 
the organization. He comes to Cin- 
cinnati from Dayton, where he had 
been in the Frigidaire sales depart- 
ment. 


Memphis Graybar Gives Bonus 


MEMPHIS, Tenn.—oO. B. Chandler, 
local manager of the Graybar Elec- 
tric Co., Inc., reports that the firm’s 
17 employes here received a bonus 
of 5% of a year’s salary. Lowest 
bonus payment totaled $40, officials 
declared. 


Library of Congress 
Addition— Jacobsen 
Bros., Chicago, Con- 
tractor; Peerson & 
Wilson, Architects and 
Consulting Engineers 
“Freon” refrigeration 
for air conditioning by 
York Ice Machinery 
Corporation. 


Westinghouse to Build 
California Offices 


EMERYVILLE, Calif. —- Westing- 
house Electric & Mfg. Co. will under- 
take immediate construction of a 
$32,000 office building at Green and 
59th Sts. here, announces W. R. Mar- 
shall, vice president of the company 
and district manager of its coast 
branch. The structure will house 100 
employes and be completely air con- 
ditioned. 


Marshall said the office building is 
part of an expansion program 
started by the company in 1937. 


Phoenix Firm to Install 
System for Dormitories 


PHOENIX, Ariz. — Air-Condition- 
ing Engineers, local firm, was low 
bidder at $15,989 for an air-cooling, 
heating, and ventilating system to be 
installed in an office building and 
two dormitories at Shasta dam, cen- 
tral valley water project in northern 
California. 


Air Conditioning Boosts Restaurant & Bar 
Revenue for Shreveport Hotel 


SHREVEPORT, La.—‘‘Hotel guests 
‘stay at home’ and spend their money 
with us,” reports A. V. Roper, comp- 
troller of the Washington-Youree 
hotel, where air-conditioning systems 
have been installed in all public 
rooms, and in 100 of the 450 guest 
rooms. 

“Guests stopping here during the 
summer season don’t go out on the 
street as much as they used to,” 
states Mr. Roper. 

Actual increases in revenue of the 
restaurant and bar have been due, 
in part, to this factor, he says. 

“We find that business men stop- 
ping here, instead of going out to 
make contacts, will invite the men 
with whom they are dealing to their 
rooms in the hotel where it is cooler,” 
continues the hotel official. 

“This increases the number of 
meals ordered from room. service, 
and often the business conference is 
closed with a few drinks ordered 
from the bar.” 


7,000 TONS 


of “FREON”* AIR CONDITIONING 
IN GOVERNMENT BUILDINGS IN WASHINGTON, D. C. 


ery Corporation. 


Department of Agriculture 
(Administration Bldg.) 
Riges Distler, Contract 
Designed by National 
Park Service of the Dept 
of Interior. Charles Leo 


(Right) Archives Building 
( Ivde R Place, ¢ nsuiting 


(Below) Senate Office Building—G. A. Fuller Co., Con- 
tractor; Geo. A. Weschler, Consulting Engineer. “Freon” 
refrigeration for air conditioning by York Ice Machin- 


pold, Consulting Enginee refrigeration for air condi- 
“Freon” air conditioning tioning by York Ice Ma- 
by the Frick Company chinery Corporation 

(Left) Department of Interior Building (Old) — National 
Park Service, Consulting Engineer. Contractor and man- 
ufacturer of “Freon” air conditioning equipment — York 


Ice Machinery Corporation 


(5. A. Fuller Co., Contractor; 


tioning equipment by York Ice Machinery Corporation. 


Post Office Building 
McCloskey & Co., Gen 
Contractor; Mehring & 
Hansen, Sub-Contractors; 
Svska & Hennessey, Con- 
ulting Engineers. “Freon” 


gineer. “Freon” air condi- 


The hotel has also found that air- 
conditioning systems in the restau- 
rant, bar, and private dining rooms 
have stimulated the trade in these 
rooms. 

By placing small cards on all 
windows in guest rooms where air- 
conditioning units are in operation, 
asking the guest to keep them closed, 
Mr. Roper has met the problem of 
the guests throwing sleeping room 
windows wide open and therefore 
defeating the purpose of the air- 
conditioning systems. 


Kelbur Named Distributor 
For Airtemp in Little Rock 


LITTLE ROCK, Ark.—The Kelbur 
Air Conditioning Co. has been ap- 
pointed distributor of Airtemp air- 
conditioning equipment in this ter- 
ritory. George B. Kelley is president 
of the firm, C. S. Burns is secretary, 
and L. S. Kelley, treasurer. 


Department of Justice 
Building—G. A. 
Fuller Co., Contractor; 
I. H. Francis, Consult- 
ing Engineer. “Freon” 
refrigeration for air 
conditioning equip- 
ment by York Ice Ma- 
chinery Corporation. 


(and 4,800 additional tons for the Capitol Hill Buildings under construction) 


we REON” refrigerants are being used 


for most of the new government 


buildings in Washington. 


“Freon” refrigerants are non-poisonous, 
non-flammable, non-explosive. They are 
odorless when mixed with air up to 20% 
by volume. They have no harmful effects 
on fruits, foods, flowers or clothing. They 


have been tested by the U. S. Bureau of 


Mines, and meet all specifications set by 


KINETIC 


CHEMICALS, 


*“ Freon” is Kinetic’ 


INC., TENTH AND MARKET STREETS, WILMINGTON, 


FREON 


REG. U.S. PAT. OFF 


Sase Ke ~eoewrasls 
/ / 


the Underwriters’ Laboratories of Chicago 


ditioning. 


registered trade mark for its Auorine refrigerant 


in their report, “Standard for Commercial 
Refrigerating Systems” (Subject No. 207). 
“Freon” refrigerants are used in practic- 
ally all mechanically cooled railroad trains, 
and in schools, hotels, mines, restaurants, 
stores and homes in all parts of the world. 

Make sure “Freon” refrigerants are in- 


cluded in your specifications for air con- 
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Industry Executives Think New ‘Packaged’ Conditioners 


Westinghouse Electric & 
Manufacturing Company 
246 East Fourth St. 
Mansfield, Ohio 
Jan. 3, 1938 
Editor: 

We feel reasonably optimistic re- 
garding the prospects for air-condi- 
tioning business in 1938. The indus- 
try, however, is so young, and 
present economic conditions so un- 
settled, that to venture to guess as 
to the probable volume either of the 
industry or of our company for 1938 
would be hazardous to say the least. 

I can say, though, that I have 
never seen a time when the interest 
in air conditioning on the part of 
prospective users has been as great 
as it is today, and when there were 
as many projects under considera- 
tion as there are at this time. Cer- 
tainly if a substantial percentage of 
the projected installations material- 
ize the industry has little to fear. 


Unquestionably there is already a 
definite trend toward packaged units 
in the air-conditioning business. This 
trend should become more _pro- 
nounced in 1938 in installations of 
self-contained units, principally in 
small business establishments. I refer 
particularly to the so-called store 
units coming on the market which 
consist of a condensing unit ranging 
from two to five tons in capacity, 
an evaporator, a blower, and a filter, 
all assembled in one package, re- 
quiring a minimum of field engineer- 
ing and field installation work. 

I expect that the self-contained 
type of unit described above will 
show the largest increase in percent- 
age in the near future, although un- 
doubtedly the complete systems will 
continue to lead in dollar volume. 

As far as 1938 is concerned we 
feel that the engineering contractor 
whose organization is experienced 
in the heating and ventilating con- 
tracting field with capable refrigera- 
tion application engineers will con- 
tinue to be the dominating outlet for 


' air-conditioning equipment. 


On the 
other hand there can be no doubt of 


the future opportunity in this busi- | 
ness for the refrigeration distributor | 


with a specialty selling background 
who is willing and able to provide | 
himself with the proper engineering | 
talent. The opportunity for this type | 
of distributor becomes increasingly | 
ward packaged merchandise for the 
small business and the home. 


There are many things that the 
industry can do to help to make this 
business more attractive to the dis- 
tributing organizations. Some of the 
more important ones: 

Providing suitable finance plans 
which make it possible for the dis- 
tributors to handle an_ increasing 
volume of the business; the coordina- 
tion of sales effort in connection 
with syndicate buyers to make it 
possible for all distributing organiza- 
tions to share in the business of such 
buyers; making available for the 
distributing organizations standard- 
ized proposal forms, simplifying and 
standardizing the distributors’ pres- 
entation to the prospective’ user; 
the preparation of standardized cost 
sheets which serve as a guide for 
the distributor, preventing costly 
errors and omissions; engineering 
schools conducted by the manufac- 
turers in which capable talent is 
developed for the distributing organ- 
izations, and in which existing dis- 
tributor engineers are trained in the 
most modern application methods. 


| 


The manufacturers can do much 
in such schools to train distributor | 
engineers in methods that will help | 
to reduce the cost of field engineer- 
ing in air conditioning by instruction 
in simplified methods of application, 
and the pitfalls to be avoided. The 
trend toward packaged installations 
for the smaller jobs is, of course, 
a definite step in this direction. 

P. Y. DANLEY, 
Manager, Refrigeration & 
Air Conditioning Department. 


Air Conditioning units up to 15,000 cubic 
feet of air per minute embodying the same 
advantages as the well-known Auditorium 
Central Station Systems are now being man- 
ufactured and sold by Auditorium Licensees. 
To secure these desirable features specify 


These up-to-the-minute units may be had in 
(except refrigeration) 
forms and offer great oppor- 
stores and other mer- 
Ducts may be 
added to the installation for distribution if 
desired. In the sectional form these units are 
Station Sys- 


either self-contained 
or sectional 
tunities for retail 
chandising establishments. 


adaptable for use in Central 


tems of any size. 
The use of these Licensed Units 


they are by the 
equipment manufacturers) 


— 
fee 
Y 
ail 
O 
= 
— 
= 


(built as 
leading air conditioning 
as the heart of 
an air conditioning system give you the 


air 
conditioning and install such 
a system in a very few days, 
thus securing for your cus- 
tomer the relief he desires 
at the exact time he wishes 


“AUDITORIUM LICENSED UNITS.” it. 


weather demand § for 


Auditorium Licensees. will 
gladly give you more in- 
formation. 


AUDITORIUM LICENSEES 
American Blower Corporation 
Detroit, Michigan 

Buffalo Forge Company | 
Boffalo, New York 
Carrier Corporation 

Syracuse, N. Y. 

Frick Company 

Waynesboro, Pa. 
General Electric Co. 
Schenectady, N. Y. 


benefit of the best engineering facilities 


J. O. Ress Engineering Corporation 
New York, N. Y. 


without effort on your part. 


An 


important advantage 


advantage of the greatly 


inherent 
use of these assembled or sectional Licensed 
Units is that by their use you may take 
increased 


in the - house Elect iti 


The Cooling & Air Conditioning Corp. 
(Division of B. F. Sturtevant Co.) 
Hyde Park, Boston, Maas. 


shot | Pa i 


AUDITORIUM CONDITIONING CORPORATION 


New York Office . . 


. 17 East 42nd St. 


P. Y. Danley Predicts Greatly Increased "hese 
Self-Contained Unit Sales Will Be Realized 


Were the Questions Asked Executives 
Of Air-Conditioning Manufacturers 


What should the total dollar volume of air-conditioning sales to 


s the public be in 1938? 


9 What percentage of increase over 1937 do you expect your 
s air-conditioning business to show in 1938? 


3 Do you foresee a trend toward “packaged” units? What types of 
s markets—homes, offices, small business establishments, etc.—are 
attractive with the going trend to- | most receptive to unit air conditioners? 


Which of the following divisions of air-conditioning equipment 


4. do you 


(1) complete systems; 
(3) room coolers. 


show 
(2) 


expect to 


the greatest 
complete room-type unit 


and why: 
conditioners; 


increase, 


5 What type of merchandiser will be most valuable to the industry 
a next year: contractors, air-conditioning engineers, refrigeration- 
trained specialty dealers, or plumbing and heating men? 


Is there a future for the refrigeration distributor in the air- 


é. conditioning business? 
with a refrigeration background ? 


For the specialty selling organization 


7 What steps should the air-conditioning industry take to educate 
s its distributing organizations as to: (1) proper methods of doing 
business; (2) their opportunities; (3) increasing sales? 


What steps can be taken to reduce the cost of field engineering 


8. in air-conditioning work? 


J. M. Frank Thinks Sales of ‘Big Systems’ 
Will Show Substantial Gains in 1938 


Ilg Electric Ventilating Co. 
Self-Cooled Motor Propeller Fans 
Blowers, Air Conditioning Apparatus 
Unit Heaters, Unit Coolers 
Chicago 

Dec. 27, 1937 


| Editor: 


Let me say at the outset that our 


| company specializes in ventilation and 
| air movement as differentiated from | 
| air 
| proper definition of the word in the 
| air-conditioning field. We do not in- 
| stall any complete systems and we 


me advantages, 


conditioning according to the 


do not manufacture compressors. 
In forecasting 1938, therefore, we 
are compelled to mix to some extent 
air conditioning with ventilation, be- 
cause we find it difficult to separate 


| the two. The reason for this is that 
| when we sell a cooling system, let’s 


Offers you a complete 
line . . . all types and 
sizes of commercial and 
industrial cooling equip- 
ment... for air condi- 
tioning, food and bever- 
age service, 
ice making, 
drinking water 


cold 


ma- 


systems, 
storage, 
rine work, etc. 


World-wide 
organization. 
A few good 
territories still 
open for Dis- 
tributors. 


say, to a drug store, we also sell a 
ventilating system because in our 
opinion the two must go together. 

In the household field, for example, 
we recommend an Ilgattic system to 
take care of the attic load regardless 
of whether the rest of the house is 
mechanically cooled or not. We 
recommend this same _ practice in 
stores, in office buildings where the 
attic load can be taken care of with 
exhaust fans. 

Now, to answer your questions 
in our opinion, business will be good 
in 1938 in the ventilating and air- 
conditioning field. We expect that 
the year will be at least as good as 
1937. There will probably be an in- 
creased trend toward package units 
for air conditioning, but the ques- 
tion whether small units are to be 
water cooled or air cooled is still an 
open question. Apparently, there will 
be room for both. 


We believe that complete systems 
will probably show the largest in- 
crease and as indicated above, we 
put the emphasis on ventilation which 
we feel is basic, cooling to be added 
or not, depending on the conditions 
and in some cases the customer's 
pocket book. 

In our opinion the merchandisers 
who are most logical in the picture 
are the contractors already estab- 
lished in this field. In general, the 
better class of heating and plumbing 
contractors are the best suited, in 
our opinion, for air-conditioning-ven- 
tilation installations. Undoubtedly 
the refrigeration distributor will be 
a factor in small, self-contained 
units. 

J. M. FRANK, President. 


W.£S. Shipley Thinks 
Room Cooler Will 
Be Leader in '38 


York Ice Machinery Corporation 
York, Pennsylvania 
Jan. 3, 1938 
Editor: 

The air-conditioning industry 
should see striking improvements in 
design and performance of equip- 
ment in 1938. The York Ice Ma- 
chinery Corp., for example, will 
shortly announce several new prod- 
ucts that we expect will produce 
considerable sales activity during the 
coming season. 

The negative factor of the business 
recession, together with the positive 
factor of a growing market for air 
conditioning, makes it difficult to 
estimate what the total volume of 
sales will be for the entire industry. 

How much the buying power of 
potential customers for air condi- 
tioning in 1938 may be cut by the 
recession is, of course, the chief 
obstacle in making any statement 
about the coming year’s operations. 

We expect, however, that there 
will be a greater demand in 1938 for 
all types of air-conditioning equip- 
ment, with perhaps room _ coolers 
showing the largest percentage in- 
crease. 

W. S. SHIPLEY, President. 


J. J. Donovan States 
Emphasis Needed on 
Training and Selling 


Air Conditioning Department 
General Electric Company 
5 Lawrence St. 
Bloomfield, N. J. 
December 30, 1937 
Editor: 

I believe that 1938 should be a 
good year for the air-conditioning 
industry with an overall increase for 
the year and with the increase accel- 
erating after the first few months 
of 1938. 

Every type of distribution outlet 
that is, air-conditioning engineers, 
contractors, specialty dealers, and 
plumbing and heating men, will play 
an important part in this. The extent 
of the activity of any organization 
in each group will be determined by 
the manner in which that organiza- 
tion individually sets itself up to go 
after the air-conditioning business. 


From our standpoint, we are still 
of the opinion that considerable train- 
ing for distributors and dealers is 
a necessary activity. Shortly after the 
first of the year we expect to open 
a new building to be called the Gen- 
eral Electric Air-Conditioning Insti- 
tute, the sole function of which will 
be to provide facilities for the train- 
ing of distributors, dealers, and their 
sales and engineering personnel. 

Our advertising budget for 1938 is 
substantially increased, with partic- 
ular importance being placed upon 
the trade papers. 

We anticipate an increase in the 
“package type” of unit, particularly 
in the smaller communities where 
trained engineering and installation 
personnel is not generally available. 

J. J. DONOVAN, Manager. 
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Write for Complete 


PLEASANTAIRE “PACKAGE” PLAN 
fer really SELLING summer air conditioning! 


Pleasantaire is small enough .. . light enough . . « 
to merchandise ... to get volume. 


Pleasantaire’s new model B has 
1S improvements ... is a genuine 
air refrigerator and dehumidifier 

. contains a 500 watt refrigeration 
plant—yet fits in the window ... 
provides relief from humid heat in 
a 200 sq. ft. room in worst summer 
weather for only $199.50. 


POSSOOOOOSSE 


o 


SEND FOR 


details of sure-fire direct selling 
plan .. . testimonials of users 
in 40 states, dealer prices .. - 
Join the profit parade! 


PLEASANTAIRE 
CORPORATION 
1623 Conn. Ave. Wash., D.C. 
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AIR CONDITIONING & REFRIGERATION NEWS, JANUARY 12, 1938 


For Stores Will Be Boon to Specialty Merchandisers 


G. W. Mason Predicts Specialty Selling 
May Be Key to Greater Conditioner Sales 


Nash-Kelvinator Corporation 
Detroit 
Editor: 

This is in reply to your letter of 
December 24 for information regard- 
ing our outlook in the air-condition- 
ing field for 1938. 

Retail air-conditioning sales in 
1937 amounted to slightly more than 
$100,000,000. While present business 
conditions make any accurate pre- 
diction difficult, it is the general con- 
sensus that the total for 1938 will be 
higher, something between $100,000,- 
000 and $150,000,000. 

We at Kelvinator feel that, accord- 
ing to present indications, our own 
volume for 1938 will be at least 50% 
greater, than for the past year. 

This year will see a definite trend 
toward package units, with offices 
and small business establishments 
most receptive. We expect the com- 
plete unit conditioners and room 
coolers to show the greatest increase 
in business during the year. 

Introduction of semi-commercial 
“store type” self-contained package 
air conditioners, ranging up to five 
tons in capacity, is creating new in- 
terest in this type of air condition- 
ing. The “store type’ units have a 
decided appeal for small business 
establishments, especially in cases 
where short term leases are held. If 
moving becomes 


necessary, the 
salvage value of such units is high. | 


Installations can be made quickly. 
The over-all cost is somewhat less 
than for the so-called complete sys- 
tem consisting of ducts and remote 
type equipment. 

Because 1938 will be essentially a 
small-unit year, we believe that re- 
frigeration-trained specialty dealers 
will be most valuable to the industry 
during the year. Specialty merchan- 
dising technique is definitely neces- 
sary in the sale of the smaller types 
of air-conditioning apparatus. How- 
ever, contractors will continue to be 
an important factor in major jobs. 

There is a definite future in air 
conditioning for both refrigeration 


distributors, and_ specialty selling 
organizations with refrigeration 
background. 


Kelvinator will continue this year 
its established policy of striving for 
greater efficiency and lower costs in 
field work. We continually seek to 
inform dealers on means of reducing 
cost, improving organizations, and 
solving other problems. 

Experiences of distributors, ex- 
changed through the medium of our 
representatives, do a great deal to 
point out opportunities, and to im- 
prove selling technique. Field engi- 
neering costs are being greatly re- 
duced by the standardization of many 
operations that were formerly in- 
dividual processes. 

G. W. MASON. 


A. W. Conley Sets Merchandising as 
Need of the Air-Conditioning Industry 


The Corozone Air Conditioning Corp. | 


Cleveland 
Editor: 

We feel that the total volume of 
air-conditioning sales to the public 
in the year 1938 should be at least 
double the figures of the 1937 
season. We are expecting to at least 
double our business or better in ’38. 


There is a very large field for the | 


so-called package unit type of air 
conditioner to homes, offices, and 
small business establishments—be- 
cause—this type of equipment en- 
ables tenants and owners of various 
buildings already constructed to in- 
stall partial or complete air condi- 
tioning at less cost and without engi- 
neering and construction work. It is 
our belief that this by far represents 
the largest immediate outlet and 
field. 

As to the type of merchandiser. 
There is already existent thousands 
of specialty and appliance distribu- 
tors and dealers who are all quali- 
fied to sell the package type of self- 
contained completely engineered 
equipment requiring a minimum of 
air-conditioning experience or instal- 
lation work to sell or install. 


There unquestionably is a large 
future for the refrigeration distribu- 
tor or dealer as well as any specialty 
appliance selling organization. 

The air-conditioning industry can 
do much to promote and to educate 
these distributing organizations and 
dealers by eliminating the ‘‘mystery” 
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UNIVE 


OUT-SELL because 
they OUT-PERFORM 


of air conditioning and submitting it 
to such organizations as simple as 
it really is, and not confuse these or- 
ganizations with all of the engineer- 
ing and technical information which 
is extremely important but has very 
little to do with merchandising. 

As regards to field engineering in 
air-conditioning work. It is a well- 
known established fact that air condi- 
tioning in the final analysis is sold 
on a tonnage basis. Simplified forms 
should be worked out to give to the 
prospective purchaser an estimated 
cost quickly, also any advertising or 
sales work which would point out to 
the prospect that air conditioning is 
no longer a luxury but is an economic 
necessity in business, the same as 
any one of many recognized essen- 
tials; would go far towards reduc- 
ing the field engineering costs and 
develop larger sales volume quickly. 

What is needed in the air-condi- 
tioning industry is less engineering 
and more merchandising. 

A. W. CONLEY, President. 
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More than 16 years’ experience in the electric 
refrigeration industry. backed by capable, 
progressive engineering, has enabled Uni- 
versal Cooler to produce balanced evapo- 
rators and condensing units unexcelled in 
durability, capacity and low cost, economical 
operation. High quality and attractive prices 
assure maximum profits. For details, wire or 
write Universal Cooler Corporation, Contract 
Sales Dept., Detroit. 


R. G. Hilger Sees Future for Specialty 
Dealer if He Forgets Price Cutting 


The XL Refrigerating Co., Inc. 
1834-42 W. 59th St., Chicago 
Editor: 

1. We have not followed the dollar 
volume on air-conditioning sales for 
1937. However, due to the recent 
depression, we do not think 1938 will 
be any better than the 1937 season. 

2. In our air-conditioning depart- 
ment we expect to do quite a bit 
more business than we did last year 
on account of the hold-over cus- 
tomers that did not go in in 19837, 
and this business will make our plant 
work night and day. 

3. The package unit is always 
welcome. There are different types 
of package units and different inter- 
pretations of the name “package.” 
My idea of a package unit is one 
that can be set up in the room, 
itself, and do the job direct; being 
a unit that has been assembled at 
the factory, ready to plug in. 

There seems to be a _ leaning 
towards the duct type air-condition- 
ing job even in the smaller sizes, 
from the reports of our sales rep- 
resentatives and from my own ex- 
perience on jobs. This, I think, is 
due to the fact that several air- 
conditioning sales companies have 
been selling “comfort coolers” that 
will blow your hat off when you 
walk under them, and for this 
reason the customers are not at all 
satisfied, and when another _pros- 
pect comes into the place they im- 
mediately get that story, and on 
account of the great number of 
people interested in this subject, it 
is only natural for them to inquire 
wherever they go regarding any sys- 
tem that is operating. For that 
reason, I think the central system, 
with ducts, will be sold on the aver- 
age job. 

4. We expect to show the greatest 
increase in complete systems. How- 
ever, there are several cheap buyers 
who are buying ‘comfort coolers,” 
placed overhead at the entrance door 
of the store because the type of 
cooling job that he wants to do does 
not call for quiet air, and he is 
satisfied with anything that cools. 

5. The type of merchandiser most 
valuable to the industry next year, 
of this next season, will be the 
trained refrigeration and air-condi- 
tioning engineer. Not the plumbing 
or heating man. As a matter of fact, 
we are all contractors if we go out 
to take a job retail, and this trained 
air-conditioning engineer, working 
for a contractor or company selling 
direct, will be the man that is able 
to talk intelligently to the customer, 
and knows what the customer needs. 

However, any company with one 
good air-conditioning engineer could 
handle and watch over six good sales- 
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Are your requirements 
large or small, standard or 
special? Servel can help 
you ! Write today to Servel, 
Inc., Electric Refrigeration 
Division, Evansville, Ind. 
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men for any contractor and get 
fairly good results. I don’t think the 
plumber or steam fitter will have 
much to say about the up-to-date 
air-conditioning jobs, as steam boil- 
ers and hot water boilers will be 
out of the picture in favor of the 
gas-fired and oil-fired furnace, which 
I think is the ideal job for any com- 
plete year-around system. 

6. There is a great future for the 
refrigeration distributor in the air- 
conditioning business provided that 
he does not get out and use the 
knife to whittle down the prices to 


the last bit. This has been the gen- | 


eral trend on this type of sales outlet, 
especially the small refrigeration dis- 
tributor in the smaller towns. 

You could also class them as a 
specialty selling organization, and 
the small service man who is classed 
as a refrigeration distributor, as 
there are no end of companies going 
into the refrigeration package busi- 
ness who will take anybody to get 
an outlet for their equipment; and 
when it goes into the hands of this 
type of merchandiser, if you want 
to call him that, then you can expect 
a ruination of the prices established 
by a decent size company. 

7. The air-conditioning industry 
really has control over the education 
and proper business methods of their 
distributors or retail outlets, and the 
manufacturers of this equipment 
should protect their prices better 
than they do. Discounts are given 
to a lot of people who should not 
be getting them, and I believe each 
reliable manufacturer should have 
control of his dealers and distribu- 
tors and should be in a position to 
close them out on thirty days notice 
if they are not doing business at 
the prices they are told to sell it. 


ee ar ie S The Distributor Who Sells the 
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If this is not done, it will only 
be matter of about two years when 
the air-conditioning industry’s price 
per job will be wrecked, and a bare 
profit over overhead will be realized 
from the efforts. 

Anyone in the air-conditioning 
business today realizes the opportuni- 
ties ahead of them, and the volume 
of sales that can be gotten by the 
right kind of work on the customer. 
There is nothing that the air-condi- 
tioning industry can do to educate 
these people unless they have a 
fundamental knowledge of this work, 
or as I said before, a good air-con- 
ditioning engineer behind each sale 
to approve it or cancel it depending 
on his judgment in all cases for 
the companies’ benefit, as well as 
the customers’ interest. 


8. There will always be a certain 
amount of field engineering required 
in air-conditioning work, and I don’t 
think this part of the job should be 
chiseled much, as it requires a first 
class engineer to check up on any 
installation if the customer is to be 
given the most for his money, and 
an engineering fee should be charged 
on all jobs, and the customer will be 
better off if he pays this to an air- 
conditioning and consulting engineer. 
This will reduce the field work of 
the average air-conditioning engineer, 
then the profit of the consulting 
work will go to the one man, where 
it belongs; and the profit of manu- 
facturing and selling the job will go 
to the right party again. 

I believe my opinion is about the 
same as that of most manufacturers 
today, in that they want to maintain 
an average price for their goods, and 
where they are selling direct, the 
profit should be there in all cases 
in order to stay in business; and 
for the manufacturer to have a suc- 
cessful selling outlet that is able to 
represent him as a certified air-con- 
ditioning company that knows its 
business, and is staying in business 
because of that fact. 

R. G. HILGER, President 


GERATION LINE 


YEARS TO COME! 


It is just good business foresight to sell your customers a quality- 
built Copeland product. Whether you sell a Copeland House- 


MOST COLD WATER 
PER DOLLAR SPENT 


hold Refrig » <= ial Refrigeration, Washer or lroner, 
, you are wisely building up a backlog of long-time customer 
5 satisfaction that will pay you dividends in continued patronage 
| for many years. 


Write for Sales Plan 


COPELAND REFRIGERATION CORPORATION 


Sidney, Ohio 


Water is cooled in the bubbler—at the fountain in the 
Temprite Multiple System of Water Cooling. 


There are no line losses to make up, as in systems where 
water is cooled in the basement. The first ounce of water 
drawn is cold. There is no waiting for water to run cold. 
This produces an appreciable saving in water. 


The result is more cold water per dollar spent—less running 
time of the compressor. The system is more satisfactory — 
delivers water at constant temperature regardless of load 
or weather. This temperature may be adjusted easily at 


each fixture. 


Economies will quickly pay for a Temprite System—write 


for illustrated folder W 1. 


TEMPRITE PRODUCTS CORP. Detroit, Mich. 
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R. N. Trane Argues for Continued Education 
Of Contractor in Engineering Principles 


The Trane Co. 
La Crosse, Wis. 
Jan. 4, 1938 
Editor: 

A thorough analysis of a field as 
diverse in its scope and its inter- 
pretation by the public as is the 
field of air conditioning predicates a 
complete understanding of this sub- 
ject. In the first place, true air- 
conditioning should provide more 
than simply cooling or heating or 
even both. 

True air conditioning is a year- 
around proposition. In summer, the 
conditioned air must be cooled, de- 
humidified, circulated, and filtered. 
In winter, the air must be humified 
and heated as well as filtered and 
circulated. 

The public must be enlightened to 
realize that true air conditioning is 
based on engineering skill which 
solves individual problems’ with 
proper equipment and that true air 
conditioning is not obtainable in over- 


the-counter, so-called “packaged” 
units. 
These “packaged” units, because 


they require very little engineering, 
have enjoyed a reasonable amount 
of success—particularly in small 
offices, sleeping rooms, and in small 
commercial establishments. More- 
over, the merchandising methods em- 
ployed in the sale of such units has 
had much to do with their accept- 
ance both by the dealer and the 
public. 

Although these units are enjoying 
a temporary vogue, I firmly believe 
that it is just that—-temporary. The 
actual trend is toward complete air 
conditioning, and I see a much 
greater percentage increase in com- 
plete air-conditioning systems. These 
“packaged” units serve a purpose in 
creating a desire for true air condi- 
tioning which can only be realized 
in a complete system. At the present 
time, offices, small business establish- 
ments, and apartments offer the best 
market for unit air conditioners. 


The greatest need in the industry 
today is education—-the education of 
contractors, consulting engineers, and 
architects in the science of true air 
conditioning. It is my opinion that 
ultimately all air conditioning will 
be sold directly by air-conditioning 
contractors. There are a_ limited 
number of these air-conditioning con- 
tractors in existence at the present 
time throughout the country, and 
their ranks are being augmented 
constantly by heating and refrigera- 
tion contractors and by sheet metal 
and engineering firms who have 
properly equipped themselves for this 
new field. 

While there are many 
classed as air-conditioning products 
which will be sold by various types 
of dealers and_ specialty selling 
organizations, the great volume of 
air conditioning will be ultimately 
sold by contractors such as the above. 
I believe that it would be suicide for 
a specialty selling organization to 
enter the field without first fortify- 
ing itself in contracting experience. 

It is apparent that someone in 
each contracting organization must 
have the requisite engineering know]l- 
edge. Where will that person obtain 
this knowledge? Most of the large 
air-conditioning manufacturers have 


products | 


provided means for teaching applied 
air conditioning. 

It is extremely essential that the 
air-conditioning industry as a whole 
educate the contractor to operate 
profitably. Within the physical limi- 


tations of its operating area, such | 


a solidly grounded firm should have 
every opportunity for increasing 
sales and making progress with all 
types of mechanical equipment. 

Many people are inclined to view 
air conditioning as a relatively new 
art and believe that the cost of 
complete air conditioning will be 
greatly reduced as time goes on. I 
do not think this is correct. In the 
first place, air conditioning is new 
only to the vast majority. Through 
education it will become familiar to 
all the proper trade channels. 

No great reduction in cost can 


be effected in complete air condition- | 


ing because the greater portion of 
the expense of such a system is 
comprised of skilled labor—-steam 
fitting, sheet metal work, cutting and 
patching, electrical work, etc., and 
the trend of skilled labor’s wages 
certainly is not down. 


The actual cost of the equipment | 


itself is only a limited percentage of 


the whole. As far as I can see, the | 


only appreciable saving that can 
possibly be effected will be through 
the rise of good contractors in each 
community throughout the nation 
who are in a position to undertake 
the installation of a complete job. 


I look for the 
air-conditioning sales to the public 
in 1938 to exceed the 1937 figures 
by approximately 50%. In the case 
of Trane, I believe that our own 
air-conditioning business will show 
an increase of around 75% over the 
1937 figures. We are now devoting 
at least 50% of the time of our 
entire organization solely to air 
conditioning. 

In conclusion, let me state my 
sincere conviction that air condition- 
ing looms large and increasingly im- 
portant on the industrial horizon of 
America. It is still suffering from 
growing pains, but with proper edu- 
cation it will soon reach that matur- 
ity which lies just around the corner. 

R. N. TRANE, President. 


Gearon and Hoesel Speak 
To Chicago A.S.R.E. 


CHICAGO—Chicago section of the 
American Society of Refrigerating 
Engineers scheduled a meeting in 
the Drake hotel Jan. 11 at which 
Gerald Gearon, superintendent me- 
chanical engineer and chief deputy 
inspector, department of boiler and 
refrigeration of the City of Chicago, 
and Anthony F. Hoesel, chief engi- 
neer of Peerless of America, Inc., 
were guest speakers. 

Mr. Gearon discussed the new City 
of Chicago refrigeration code, and 
Mr. Hoesel spoke on a new type of 
heat transfer surface, describing the 
new Peerless cooling coil with the 
spine-shaped fins, which was intro- 
duced during the parts convention 
in November in Chicago. 

Harry Harrison, past national 
president of the A.S.R.E., and who 
recently joined the Kroeschell Engi- 
neering Co. of Chicago, also spoke 
at the meeting. 


HANDLE A COMPLETE LINE THAT IS 
PRACTICAL—DEPENDABLE—PROFITABLE 


Write for information | aeaien ‘the an tieen distribution plan. 


GENERAL REFRIGERATION CORPORATION 
Dept. F-2, Beloit, Wisconsin, U.S.A 


MODEL 5075 


item the 


TO THE JOBBER 


G. & S. ENGINEERED oil separators—an 


servicemen are talking about. 


Have you all the information to give them? 
Write for 
up to 3 H.P. 


G. &S. TOOL & MFG. CO. 


8790 GRINNELL AVE. DETROIT, MICH. 


literature and folders. Models 


dollar volume of | 


E. B. Freeman Predicts $250,000,000 
Sales of Air Conditioning in 1938 


B. F. Sturtevant Company 
Hyde Park, Boston, Mass. 
January 5, 1938 
Editor: 

I am answering your December 23 
questions in the order that you have 
asked. The general public thinks of 
air conditioning as cooling and de- 
humidifying, and yet heating and 
forced ventilation are being supplied 
in many installations under the guise 
of air conditioning. Summer cooling 
and dehumidifying are necessary for 
a complete air-conditioning system, 
and to satisfy the public, we believe. 

1. The total dollar volume of ap- 
paratus and systems completely in- 
stalled should be about $250,000,000 
this year. Of this amount, approxi- 
mately $75,000,000 would be paid for 
apparatus. The actual 1937 appa- 
ratus sales apparently amounted to 
approximately $90,000,000. 

2. We expect that 1938 will at 
least equal 1937, but all depends on 
general business conditions. Indus- 
trial process air conditioning may be 
lower in 1938, but public building 
should increase and largely offset 
any decrease in industry. 

3. We do not see any perceptible 
trend toward “packaged” units, but 
this may be due to the fact that so 
many of these units have been in- 
correctly applied, and too many 
claims made as to their effective- 
ness. Again, many units are not yet 
properly designed for the purpose 
intended. However, 


market for “packaged” units for 


individual rooms in offices and small | 


establishments; a_ limited 
with complete 


business 
market in residential, 
air conditioning. 


there will be a | 


4. We expect to see the greatest | 


increase in complete air-conditioning 
systems of the carefully engineered 


type, partly due to customers’ dis- 
satisfaction with room coolers, or 
room type units that have been | 
hastily designed and _ incorrectly | 
applied. 


5. To have a well balanced distri- 
bution in the broad field, 
be well organized contractors for the 
large central system installations, 
installing jobs under plans and speci- 
fications prepared by competent 
engineers. Also refrigeration-trained 
specialty dealers for the individual 
small unit installations, 
plumbing and _ heating 
residential work. Probably the most 
valuable benefit to the industry in 
1938 will be through the contractors 


there must | 


and the | 
trade for | 


and plumbing and heating men who | 
are becoming better acquainted with | 


this intricate work. 

6. The refrigeration distributor in 
the future will maintain, but will 
swing, we believe, to the specialty 
selling organization with a refriger- 
ation background, backed up by a 
well trained staff of competent ap- 
plication engineers. 

7. The air-conditioning industry 
must educate its distributors: 

(1) In the proper application of 
their products for 


individual instal: 


lations; as the general public is, 
without question, beginning now to 
differentiate between types of instal- 
lations. 


(2) To continue to carefully point 
out to their organizations where 
their products can be used with ac- 
ceptable results. 


(3) Increased sales are going to 
be obtained through broader use of 
proper apparatus, in wider use of 
controlled air conditions; including 
those not necessarily utilizing re- 
frigeration. 


8. The biggest step that can be 
taken to reduce the cost of field 
engineering in air-conditioning work 
is to bring home to the purchasing 
public that it employ competent con- 
sulting engineers to prepare plzns 
and specifications; on which appa- 
ratus distributing organizations can 
quote and sell to the installing con- 
tractors. 


For example, on a $10,000 system 
installation, one may have 10 dis- 
tributing contractors all quoting 
systems of their own design, on 
which each distributor has, without 
doubt, spent a minimum of $200 in 
time and expense of field surveys, 
drawing of plans, designing of sys- 
tem and putting in tenders; or a 
total expenditure of $2,000. 


On the other hand, a customer 
could employ a consulting engineer, 
and the engineering and supervision 
of the installation would probably 
not amount to more than half of this 
cost. Quite naturally, the duplication 
of field engineering must reflect in 
cost of installations to the public, 
as the engineering overhead of each 


organization must reflect in its over- | 


head, cost on work secured. 


E. B. FREEMAN, President. 


Dean & Stephens to Handle 
F-M Air Conditioning 


TULSA, Okla. 
of Dean & Stephens, furnace dealer 
here, as distributor for Fairbanks, 
Morse & Co. air-conditioning equip- 
ment, has been announced by W. B. 
Kella, sales manager of the manu- 
facturing company. 

Jack Miller, air-conditioning engi- 
neer, has been stationed here for 
customer service. 


The appointment | 


AirConditioner Saves 
Babies’ Lives in 
French Tunisia 


TUNIS, Tunisia, Africa—Installa- 
tion of a Kelvinator air-conditioning 
system in the Maison d’Accueil or 
Foundling Institute here has solved 
an acute problem which had been 
causing serious alarm to the French 
authorities. 


During the severe heat spells, and 
particularly during the period when 
the sirocco, or south wind, blows for 
weeks from the desert, the death 
rate among the children cared for 
in the institute formerly was ex- 
tremely high. 


Since July, when a trial installa- 
tion was made, Kelvinator has 
corrected this situation. Trial was 
conducted for 15 days in a dormitory 
where the temperature had to be 
constant at 77° F. and relative 
humidity between 45 and 55%. The 
judging committee, consisting of a 
doctor, an architect, and the vice 
president of the Municipality of 
Tunis, found the Kelvinator system 
satisfactory. 


Units installed are two FT-110-DU 
models, mounted on a base raising 
the conditioners higher by 32 inches. 
These two conditioners are started 
or stopped independently of each 
other by a thermostat placed in each 
of the rooms. 


Compressor is a WY-6200 model 
operated by an electric three-phase, 
3-hp. motor. A _ pressure-regulating 
valve ensures the operation of the 
equipment when one of the two 
conditioners operates alone. Com- 
pressor is placed in a cellar in the 
middle of the two dormitories of the 
institute. 


FOR BICCER PROFITS 
DURING 1938, WRITE TO: 


ICE MACHINE CO., Inc. 


OMAHA, NEBR. 


1540 EVANS ST., 


10> 


Engineered Refrigerant Control 


Watch for*Announcement 
of Alco’s 
Sensational New 


“TK” Thermo Valve 


ROBERTS TUBE WORKS, INC. 


2500 MILITARY AVENUE, DETROIT, MICHIGAN 


BRASS COPPER & ALUMINUM TUBING, 
FOR => AIR CONDITIONING, 
—> REFRIGERATION, 
— > O/L BURNERS 
MADE TO YOUR SPECIFICATIONS 


——=UNDERWRITERS APPROVED" 
Send Us Your Orders or Inquiries 


TUBE MAKERS SINCE 1910 


PURITY ... LOW MOISTURE 
LOW ACIDITY GUARANTEED 


T’S the Methyl Chloride 

used by leading manufac- 
turers for the original charge. 
In recharging the Methyl sys- 
tem it’s safer to use ARTIC 
because of its guaranteed pur- 
ity, low acidity and low mois- 
ture content. You can depend 
on its uniform quality 
Easy 


notice 


to get on short 


stocked in standard containers 
in principal cities. 


ARTIC is widely used for ice 
cream and dairy work because 
it is the dependable, quick- 
cooling and quick-freezing re- 
frigerant, operating efficiently 


y. at positive pressure to 
Gy POND give controlled low 
because _it’s temperatures. 


#86 uv & pat OFF 


Artic—THE PREFERRED METHYL CHLORIDE 


is the preferred 
METHYL CHLORIDE 
for service work 


ARTIC 


. . 
STRIBUTIC 
. 
« 


* 


* COAST-TO-COAST 


=. 6 a t de Nemours & Co., Inc. 
; & H. Chemicals Dept. ay 
on : 


Del. 

District Sales Offices: Baltimore, Boston, 
Charlotte, C Cleveland, Kansas City, 
Newark, New York, Philadelphia, Pitts- 
burgh, San Francisco 


FOR SERVICE WORK 
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Tulsa Claims “Most Air Conditioning 
Per Block’ on Its Main Street 


TULSA, Okla.—Air conditioning 
has come to “Main Street” in this 
thriving city. 

During 1937 over 2,000 tons of air 
conditioning have been installed in 
the five largest buildings in the 
Tulsa area, all located on the north 
side of Fourth St. between Boulder 
and Cincinnati. These buildings are 
adjacent to each other, but the in- 
stallations were made by five dif- 
ferent companies, all using products 
of different manufacturers. Four 
separate methods of refrigeration 
were employed. 


SKELLY BUILDING COOLED 


The nine-story office building of 
the Skelly Oil Co. is completely air 
conditioned with year-around equip- 
ment. The first floor of the building 
consists of stores and the remain- 
ing eight floors are occupied by the 
general offices of the Skelly Co. 

Engineering on this job was done 
by Fred Rabe, of Dallas, and the 
installation was made by the Skelly 
company under his supervision. The 
source of refrigeration is a 200-hp. 
Ingersoll-Rand water vapor, cen- 
trifugal compressor. Air-condition- 
ing units throughout the building are 
as manufactured by Trane Co. The 
cooling tower located on the roof of 
the building is the forced-draft type. 


CLOTHING CO. CONDITIONED 


The next building east on Fourth 
St. is the Palace Clothing Co., owned 
and operated by Simon Jankowsky. 
The first three floors and basement 
are occupied by the clothing business, 
the balance of the building being 
given over to office space. 

Engineers on the complete air-con- 
ditioning system for the Palace build- 
ing were Kribbs and Landauer of 
Dallas, and the contractor was the 
Dixie Heating and Ventilating Co. 
of the same city. 

Refrigeration for this job is pro- 
vided by two 125-hp. Frick Freon 
compressors. Air is distributed to the 
entire building from a large air 
washer located in the basement. Con- 
denser water is conserved by two 
Buffalo Forge evaporative condensers 
also located in the basement. 


BANKS GET SYSTEMS 


Next in order down the street is 
the nine-story First National Bank 
Building. The first floor and base- 
ment of this building are occupied by 
the bank, while the remaining floors 
are used as headquarters for the divi- 
sional offices of the Gulf Oil Co. 

Complete air conditioning was in- 
stalled in this building under the 
direction of the Dallas office of Car- 
rier Engineering Corp. One 300-hp. 
and one 125-hp. centrifugal compres- 
sor using Carrene as a refrigerant 
are used to supply refrigeration. Dis- 
tribution of air has been effected by 
means of conditioning units manu- 
factured by Carrier. A Marley forced 
draft cooling tower is used to sup- 
ply condensing water to the system. 

East of the First National Build- 
ing, on the northwest corner of Bos- 
ton and one block deep, is the 
National Bank of Tulsa. This instal- 
lation was engineered by William 
Cassel, of Kansas City, and installed 
by the owners under his direction and 
Supervision. The system includes the 
entire building and tower. 


Four reciprocating type York 
Freon compressors of different sizes 
totaling approximately 900 tons 


furnish the refrigerating effect for 
this job. The compressors were man- 


ufactured by the York Ice Machinery | 


Corp. Conditioning units throughout 
the building were manufactured. by 
the American Blower Corp. Con- 
denser water is cooled by means of 
one large Marley cooling tower 
erected at the rear of the building. 


KENNEDY BUILDING JOBS 


On the northeast corner of Boston 
and Fourth Sts. is located the 10- 
story Kennedy Building. This entire 
building, constituting nine floors of 
public office space and one floor of 
stores and shops, including a broker- 
age office and barber shop, as well 
as a large cafeteria in the basement, 


is completely air conditioned through- 
out. 

The installation was made by Nat- 
kin & Co. of Kansas City, who oper- 
ates branches at Tulsa, St. Louis, 
Omaha, Wichita, and Des Moines. 


The source of refrigeration is a | 


360-ton Westinghouse steam jet unit 
installed in a special machine room 
in the rear of the Kennedy Building. 
Steam from the high pressure boilers 
in the basement of the building is 
used as a source of power. 

The distribution system consists of 
air conditioners manufactured by 
Westinghouse, which are _ installed 
throughout the building. One large 
forced draft cooling tower as manu- 
factured by Lilie-Hoffman Towers, 
Inc., provides condenser water. The 
tower was erected immediately above 
the machine room. 

All of these systems are now in 
full operation and their completion 
has made 1937 an “air-conditioning 
year” for Tulsa. There is also a 950- 
ton ammonia compression plant in 
the Phil-tower and Philcade _ build- 
ings, in this city. 


Coreco, Inc. Introduces 
New Boiler Featured 
By an “Agitator 


BUFFALO—Coreco, Inc. has an- 
nounced production of a new water- 
agitated boiler automatically fired 
by oil, gas, or stoker, designed as a 
heating appliance for residences, 
stores, restaurants, offices, gas sta- 
tions, and similar spaces, and adapta- 
ble to air-conditioning systems. 

Encased in a square, steel jacket 
finished in ivory baked enamel with 
black corner trim, the Coreco heating 
unit is built in eight different sizes 
ranging from a model 25% inches 


long, 39 inches wide, and 49 inches 
high, to the large model which is 
7014 inches long, 39 inches wide, 


and 64 inches high. 

Central part of the _ boiler 
cast-iron heat transfer element called 
the “section,” bottom part of which 
is designed as an “agitator.”” When 
heat is applied to the water in the 
agitator, a violent agitation quickly 
follows, and the water circulates 
throughout the rest of the section. 

The section is installed in a com- 
bustion chamber made of refractory 
brick and insulated with rock wool 
blankets. Fuel inlet is a burner 
nozzle beneath the agitator. 

Square-foot hot water radiation 
capacity ranges from 700 in the 
smallest model to 3,400 in the larg- 
est. Steam radiation capacity ranges 
from 460 sq. ft. to 2,350 sq. ft. 

The Coreco boiler has been experi- 
mented with since 1931, and a num- 
ber of units have been installed in 
the field for practical tests. 

The unit may be connected to 
Coreco air-conditioning equipment to 
give year-around conditioning. 

In this installation, two 10-section 
oil-fired boilers handle standing radi- 
ation for the 300,000-cu. ft. building, 
and a four-section gas-fired boiler, 
heating domestic water, provides 
steam for the Coreco air conditioner 
and for standing radiation in the 
lavatories. For year-around condi- 
tioning, a 10-hp. condensing unit with 
cooling coils is installed in the air 
conditioner. 

Edwin R. Cooney of Cooney Refrig- 
eration Co., air-conditioning and re- 
frigeration distributor in the Buffalo 
territory, is president of Coreco, Inc., 
and has been a leading figure in the 
development of the new boiler. 

Tyler Kay Co., Inc., local advertis- 
ing agency, has been retained as 
advertising and merchandising coun- 
sel. 


Contract Let for City Hall 


SAN BERNADINO, Calif.—-Con- 
tract for an air-cooling and heating 


system, to be installed in the new 
San Bernadino city hall, has been 
awarded to R. L. Hummer, of San 


Bernadino for $11,700. 


is a | 


Furniture Manufacturer Installs System 
To Boost Summer Display Room Sales 


NEW YORK CITY—As an integral 
part of an extensive rebuilding and 
modernizing operation, the principal 
display and sales areas of the 
Modernage Furniture Corp., which is 
located here, have been completely 
air conditioned. This installation is 
said to be the first instance of air 
conditioning a combined furniture 
manufacturing and sales building in 
this city. 

Modern decorative motif of the 
interior has been utilized to conceal 
ductwork and grilles in the majority 
of instances, and the finished instal- 
lation presents an example of co- 
operation between engineer and deco- 
rator. Modernage claims to be the 
largest specialist in modern furniture 


in America, and its new building 
embraces more than 100,000 sq. ft. 
of offices, display rooms, factory, and 
warehousing space. 


The company recently purchased 
two buildings adjacent to its other 
property and has combined the en- 
tire area into a building extending 
some 200 ft. from 33rd to 32nd 
streets on the east side of New 
York. 

Since the Modernage organization 
is both manufacturer and resale 
outlet in one, and since it deals 
exclusively in modern _ furniture, 
much of its product is built to order 
for clients and designers. This proce- 
dure entails elaborate display and 
long consultation between clients and 


representatives, and was the chief 
factor in the decision to install air 
conditioning. 


The installation was completed by 
Schwerin Air Conditioning Corp., 
local General Electric air-condition- 
ing distributor, in time for it to 
contribute to a notable sales increase 
during the hot weather of late sum- 
mer, it is said. 

The installation consists of a 10- 
hp. compressor and one unit air con- 
ditioner, with a cooling capacity of 
13 tons operating both winter and 
summer. 


The equipment cleans and cools 
the air in summer for 110,000 cu. ft. 
of display space and distributes tem- 
pered air in the winter. Condensing 
unit and conditioner are installed in 
a sound-proof room in the basement 
that measures 6 feet 8 inches by 16 
feet. 


the 


Why 
unit 


PEERLESS FINNED 
ICE CUBE MAKER 


Model 10F1 


BUY 


“dry-cold” refrigerator; 


| MANUFACTURED BY 


zFS PIRTABLE 
ee 


The Peerless 
advantages of household refrigerators for 
refrigeration and rapid ice cube manufacture in a single unit. 


Peerless 
compartment make up the 
will bring you a nice clean extra profit every 


» content 
and at 
pleased 


New York Factory 
13-20 34th Street 
Long Island City 


PEERLESS 


Finned Ice Cube 


“Rifled’ Fin Coils built in 


the same time make 


customer, 


PEERLESS of AMERICA, 


THE PEERLESS ICE MACHINE co. 


ESTABLISHED IN 1912 


Chicago 


Maker is a double 
reach-in coolers by combining superior 


combination with an all 
unit—a unit that’s easy to sell, 
time you sell one. 


with selling just a coil when it’s easier to sell 
more money for 


Main 2 tory—General Offices 
515 West 35th Street 


Peerless Finned Ice Cube Maker 


COMBINES COOLING AND ICE MAKING IN A SINGLE UNIT 


duty unit. It makes possible 


aluminum ice cube 


easy to install, and that 


this combination 


yourself and have a_ better 


Pacific Coast Factory 
3000 S. Main Street 
Los Angeles 


PEERLESS JOBBERS IN ALL PRINCIPAL CITIES 


FOR \PERFORMANCE 


COAST TO coast! 


There’s a complete stock of Ranco House- 
hold Refrigerator and Commercial Controls 


near 


you. Dependable jobbers throughout. 


the United States and Canada feature Ranco 
products. 
Complete export information furnished 


on request. 


anco. inc., 


Columbus, Ohio,USA 


PELCO is no “it takes a year to lay the ground- 
work” product—acceptance is almost instantaneous. 
Here are some reasons why: RICH APPEAR- 
ANCE; AUTOMATIC—keeps itself supplied with 
FLOATING ICE as needed; DOUBLE UTILITY— 
the world’s finest beverage cooler plus a roomy 
7—REFINEMENTS in build- 
ing—protected coils of seamless copper, non-cor- 
rosive oversize drain, heavy chrome-plated hardware; 
STURDY, rugged construction; SUPER-POWERED. 


Send for MORE FACTS. Address Desk A-18 


ELEVATOR 


BLOOMINGTON, tLiwors, u Sa 
Sold in Canada by UNIVERSAL COOLER CO., of Canada, Limited, Branthoid, Ontario 


fi; C270 Wg), hig 


MUMLE Un 


PELES 


Electtic BEVERA 
ama BEVERAGE-F000 


Plating ms a7} 


50 degrees in 45 minutes 


at the lowest cooling costs. 
A distinctive ZERO-FLOW sales point 
that always clicks with dairymen 


And it takes but a single demonstration to prove it. Several features are responsible 
for ZERO-FLOW'S remarkable cooling qualities: greater cooling area (See sales 
manual for maximum heat transfer due to the continuous flow of water downward 
and upward over the cooling coils); constant neck-high (A on circular) water level 
regardless of number of cans; complete, automatic circulation during cooling 
period; and the most effectively insulated cabinet ever designed for milk cooling 
Those are features every milk producer wants. They give results cut cooling 
costs to a point that means real savings. Also the ZI 7 FLOW cooling unit is 
placed in the finest looking, most durably built cabinet on the market 
Territories still open for good distributors and dealers to handle the complete 
ine of Wilson coolers ZERO-FLOW, COLD-WHIRL, VERTLCOIL, Dry Storage 
WRITE FOR 

Made in several models and in sizes from to 19 cans DEALF 
apacity, with a price range to meet most requirements PROPOSITION 


Divité 
MFG. CO. 
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THE BUYER'S GUIDE 


New A.P. 4 


Air Conditioned Model ‘| 


OWN YOUR 
OWN BUSINESS 
IN 
1938 


MAKE LARGE 
Our '38 Plan Offers:— 


lL. Direct 
. descriptive literature 


3. 
ee 4. 


reeful mail 
YOUR TERRITORY. 
To finance the H. & 
your selection, both 
and terms. 


Free—fo 


factory-to-dealer 


We _ discount your contracts—converting them 
FITS TO Y 


THRU’ THE 
H. & H. 
"3g" 
PLAN 


Are You a REAL Commercial Refrigeration or Fixture Salesman? 
The H. & H. '38 Direct Dealer Plan Will Put You In Your Own Business. 


DEALER PROFITS, (not small commissions) 


exclusive franchise—floor models—sales' kits— 


THAT SELLS. 


Complete line—Dulux and porcelain display cases, streamlined and conven- 
tional models—market coolers—grocery boxes. 
sizes—make regular dealer 


Over 50 different models and 


rofits. 
IN 


advertising—DIRECT TO EVERY PROSPECT 


H. products and any nationally known compressor of 
on the same contract with regular down payment 


into dollars—IMMEDIATE 


Valuable Territories Now Available—ACT NOW! 


=< WRITE, WIRE COLLECT giving us all information; 
os and territory YOU NOW COVE 


HOLCOMB & HOKE MFG. CO. 


1445 E. Van Buren St. 


experience, sales ability 
R. 


Indianapolis, Indiana 


Sed 


e. ICE CREAM CABINET 


Write fer Complete Facts 
KOLD-HOLD MFG. CO. - LANSING, MICH. 


DISTRIBUTORS 
WANTED! 


Write for details of 
Profit-making fran- 
chise. Complete PER- 


CIVAL line meets 
every requirement of 
the modern’ food 
store. 

e 


The 


LINEAR 


fs Outstandingly 
Superior as the 
KOLD-HOLD System 
of Truck Refrigeration 


easily 
small cost. 


Modern styling . . Beautiful design ... Out- 
standing construction - » » Economical operation! 
TOMOREOW’S case, presented TODAY! Pet the 


jump on other distributors by selling this modern 
marvel of electrical refrigeration. Its NEW style 
and NEW features ve you exclusive sell 
advantages! NEW P. AL FINANCE PLAN 
HELPS YOU SELL. 


51 YEARS OF SERVI 


will Be — 
interestec 
Write Koch 
Now For 
Propositior n 


hag inl 
of display cases. 


so50 Gare-O-Cove 


new line 


| a “Buy Now” 


| the 


| 
| 


Specialty Gelling Ideas 


Soliciting Service Business and Maintaining 
Good Records Is Dealer’s Key to More Sales 


DETROIT—‘“Good service brings 
us a steady volume of sales,” says 
R. W. Bowen, president of Oil Heat 
Engineering Co., Delco-Frigidaire 
dealer here. 

Several years ago as a_ service 
manager for Silent Automatic Oil 
Burner Corp., Mr. Bowen realized 
that many owners of oil burners 
were unable to get the type of 
service to which they were entitled. 
While the major companies. took 
good care of their customers, many 
fly-by-night concerns left a _ large 
number of “orphans” on the market. 
When the Silent Automatic company 
was taken over by Timken in 1930, 
Mr. Bowen decided to start his own 
business. 

With only enough capital to pay 
the first month’s rent and telephone, 
the members of the organization 
started out to solicit service business. 
They found many owners ready to 
change to a company that would 
give them efficient service. Contacts 
made in service work developed into 


| prospects for new oil burners, water 


heating systems, and complete heat- 
ing jobs. 
According to Mr. Bowen, all that 


was needed to develop the growing 


reputation of the company was a 


| well known, established line of equip- 


ment. The Delco-Frigidaire line of 
oil burners, furnaces, boilers, and 
water heaters was taken on in 1930, 
and later Frigidaire household boxes 
were added to the line. With a 
small, but attractive showroom where 
the products could be adequately 
displayed, Oil Heat Engineering Co. 
iene to build a sales volume. 


Most of the selling is handled by 
Mr. Bowen, who pays a commission 
to the service men for turning in 
leads. As these men are in a num- 
ber of homes every day in the year, 
they supply more good leads than 
can possibly be followed. During the 
busy season salesmen are employed, 
on a straight commission basis. 


After several years of merchan- 
dising experience the backbone of 
the company is still service. Un- 
usually complete records are kept on 
all accounts. Large cards are filed 
according to address and show the 
customer’s name, make of equipment 
in use, date it was installed, a de- 
tailed description of controls used, 
and a complete record of service 
calls made. 

These service records, many of 
them dating back a number of years, 
make interesting reading. Burners 
are serviced at so much per call, or 
on a flat rate per year. The yearly 
rate includes all normal service and 
labor, but does not include replace- 
ment parts. 


The service card also shows the 
condition of a customer’s§ credit. 
When a call comes in from an 


account that has owed the company 


money for some time, the customer | 


is informed that the current call will 
be C.0.D. 

Mr. Bowen has found that his good 
customers do not object to this sys- 
tem, so the business goes along on 
a sound basis without credit diffi- 
culties. There are now over 3,000 
service records in the files and more 
are being added each year. 


Silie ‘Seat on ‘Buy 
Frenzied Action in Field 


BLOOMINGTON, Ill.--To offset a 
scheduled 10% price increase last 
fall on all Oil-O-Matic models, offi- 
cials of Williams Oil-O-Matic Heat- 
ing Corp. decided last July to conduct 
sales campaign, urging 
dealers and consumers to take advan- 
tage of prevailing low prices before | 
increase became effective. 

A factory bulletin issued July 29 | 
announced that the campaign would | 
start Aug. 16 and continue until Sept. | 
50. Factory prices were to be _ in- | 
creased Sept. 1, but retail prices were | 
to be kept down until the end of the | 
month. This would give dealers two 
weeks after the start of the cam- | 
paign in which to purchase Oil-O- 
Matic units at the old price, and the 
full month of September in which to 


use the “buy now” wedge on retail 
customers. 

Since price increases most vitally 
involve the retail salesman, principal 
efforts of the factory's campaign 
were directed at this group. Dealer 
outlets were listed in five groups 
according to size and market poten- 
tial. Each retail salesman was as- 
signed an individual quota. These 


quotas were deliberately set at a low 
figure, for awards were based on 
the salesman’s showing after he had 
reached his quota. 

Merchandise prizes were offered the 
10 leading salesmen in each of the 
five divisions. This arrangement 
equalized the contest, for only sales- 
men in markets of about the same 
population and potential were pitted 
against each other. The dealer him- 
self, as well as all registered mem- 


Dallas Service Company 
Takes on New Lines 


DALLAS—Radio Joe, 
ance service and repair 
operated by Joe Keith and Barney 
Wallace, has become a dealer in 
north Dallas for Detrola, General 
Electric, Kadette, Motorola, and 
Stewart-Warner radios. 

The company also handles Man- 
ning-Bowman_ electric appliances, 
Stewart-Warner refrigerators, Sun- 
beam ‘Mixmasters,” and Tropic-Aire 
automobile heaters. 

In its capacity as a dealership, 
Radio Joe occupies new quarters at 
McKinney Ave. and Hall St. 


local appli- 
company 


Now’ Campaign Gets 
& 6,000 Sales Result 


bers of his staff, was considered a 
member of the retail sales force. 


Special sales aids were made avail- 
able to dealers and their salesmen. 
Special folders and booklets also were 
issued. 

Following the initial announcement, 
daily bulletins printed on_ special 
campaign stationery were mailed to 
participating dealers. On Aug. 13 a 
telegram blow-up, called a _ Sell-O- 
Gram, warned dealers that the cam- 
paign opening was only three days 
away. As the contest’s opening mail- 
ing piece, a blow-up of a full page 
Oil-O-Matic advertisement in Life 
magazine was sent to dealers on 
August 16 to assure salesmen that 
their efforts were being backed by 
strong national advertising. 


An effort was made throughout the 
campaign to keep alive, and intensi- 
fy if possible, any natural rivalry be- 
tween dealers or individual salesmen. 


As the date of the factory price in- 
crease approached, company officials 
utilized the Western Union “pink 
service” to stimulate last minute 
sales to dealers. Each dealer received 
a message, written on a pink blank 
and personally delivered by a local 
Western Union messenger, which 
warned him that all orders  post- 
marked later than midnight, Aug. 31, 
would be billed at increased prices. 
Wiring of late orders was advocated. 


When the last-minute sales rush 
had ended, it was found that Oil-O- 
Matic had rolled up the three biggest 
days in its history, with orders on 
hand for more than 6,000 units. 


hilewed Calif. isha: ‘Nes 


Fancy New Showrooms 
INGLEWOOD, Calif.—W. G. Mc- 
Whinnie, senior General Electric 
dealer of the George Belsey Co. dis- 
tributorship, recently held open house 
on the occasion of moving into a 
new building, modernly fitted with 
large glass areas, attractive decora- 
tion, and scientific lighting. 

Franchised almost at the begin- 
ning of Belsey distributorship, Mr. 
McWhinnie has 
more than 2,000 cards representing 


G-E refrigerator sales. Highlight of | 


the open house was a demonstration 
of the G-E flatplate ironer. 


in his owner files | 


Dept. Stores Urged to 
Pay Straight Salaries 


NEW YORK CITY-—Straight sal- 
ary method of paying salesmen per- 
mits operating economies on the part 
of retail stores which may be diffi- 
cult to obtain through incentive plans 
of compensation, said Otho J. Hicks, 
of the National Retail Dry Goods 
Association, before a recent confer- 
ence on labor relations at the Hotel 
New Yorker. 

“All incentive plans,” Mr. Hicks 
declared, “entail a certain amount 
of expense in figuring and maintain- 
ing figures on quotas and commis- 
sions. Though small, these might 
better go into wages. Incentives com- 
plicate operation, since they make it 
difficult to transfer a_ salesperson 
from one department to another, or 
to experiment in new merchandise, 
because of the effect on employe 
earnings. 

“Furthermore, a_ straight salary 
insures less competitive resentment 
on the part of old employes toward 
new employes. As a result, there are 
fewer failures among new employes 
and turnover is reduced. There is a 
resultant saving in the cost of em- 
ploying and training new employes.” 

Mr. Hicks believes that straight 
salary is of more advantage to the 
employe because it is more easily 
understood than the incentive plan, 
and provides him with a _ regular, 
set income. 

“Seasonal fluctuations in the retail 
business result in direct fluctuations 
in employe earnings wherever they 


are paid in a form of bonus or 
incentive,” Mr. Hicks said. ‘“‘Because 
a department store must operate 


within a fixed range of selling cost, 
if it is to stay in business, an in- 
centive plan tends to fix the draw 
or the quota wage at a minimum 
in order to provide a reasonable area 
from which to pay bonuses. 

“If the employe cannot cover neces- 
sary living expenses from this mini- 
mum, he must count on the incen- 
tive or bonus wage, which may be 
uncertain, and on which he may find 
it difficult to budget.” 

Straight salary compensation may 
be fairer to the employe, in that it 
does not penalize nim for time spent 
in performing such duties as stock- 
work or display, and the _ straight- 
salary employe is more apt to recog- 
nize management’s right to establish 
standards of job performance than 
is the employe who is forced to 


share management’s risks in the 
operation of business, Mr. Hicks 
averred. 


The straight salary, he continued, 
also permits recognition of an em- 
employe’s attitude toward the job 


and his cooperation with other 
workers, since it does not stress 
sales production alone. 

If not carefully supervised, Mr. 


Hicks declared, incentive plans are 
apt to create economic pressure 
which in retailing might take the 
form of forced sales. These tend to 
remove stress on the reward to the 
employe in giving courteous treat- 
ment to the “just looking’’ customer. 

The employe who is paid a straight 
salary can better afford to take time 
from selling for training classes or 
meetings, while the employe paid 
through an incentive plan may resist 
interruptions in the making of sales, 
Mr. Hicks concluded. 


Wicker Believes What 
He Tells the Prospects 


ROME, Ga.—-When C. P. Wicker, 
senior salesman of the Rome division 
of Georgia Power Co., starts singing 
the praises of the all-electric kitchen 
and the all-electric home to a pros- 
pective customer, he really knows 
what he’s talking about. 


In the Wicker home are the fol- 
lowing appliances: electric range, 
refrigerator, water heater, dish- 


washer, attic fan, heating fan, coffee 
maker, heating pad, two cigarette 
lighters, four electric clocks, floor 
polisher, radio, razor, iron, space 
heater, mixer, waffle iron, casserole, 
percolator, cooker, and grill. 

Using all these appliances in his 
home, Mr. Wicker says, keeps him 
informed on their value, and helps 
him do a better job of selling. 


For Information on Motors 
FOR ALL TYPES OF 


Air Conditioning and 


Waéner Electric Corporation 
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Furniture Men Map 
Fight on ‘Retailers’ 
Who Sell at Cost 


(Concluded from Page 1, Column 5) 
sales of washing machines—not only 
in the cities directly affected by the 
strike, but in towns adjacent. 

As for refrigerators, most booth 
attendants reported that the so-called 
“recession” does not seem to figure 
in the thinking of buyers for appli- 
ance stores and departments. 

Declared M. V. Stagg, Williams 
Ice-O-Matic sales manager: 

“Frankly, I came down here with 
my fingers crossed. I expected buy- 
ers to hold off until they saw how 
things were going to come out. But 
| have negotiated with 15 buyers, 
and only one of that group expressed 
iny fear or caution. General feeling 
eems to be that an upturn will have 
eecurred before the big refrigeration 
selling season gets under way, and 
buyers want to be ready.” 

Board of Governors of the Ameri- 
can Furniture Mart have decided to 
open the spring furniture market 
May 2, and end it May 7. The 
summer market and exhibition will 
open July 5 and run through July 16. 

“I can get it for you wholesale” 
is the sentence that seems to be 
bothering furniture men much more 
than a lull in business. To curb the 
practice of retail buying from whole- 
sale establishments, the executive 
committee of the National Retail 
Furniture Association has authorized 
representations to be made with the 
Federal Trade Commission against 
the practice, and is collecting money 
for a fund to fight it. 


Among the “leaks” listed by the 
NRFA are purchasing offices of large 
corporations, ‘“‘curbstone’’ operators 
(who act as agents without setting 
up a place of business or keeping 
stock), manufacturers showrooms 
which supposedly do not sell at retail, 
and distributors who do an over-the- 
counter retail business sub rosa with 
“friends” and friends of friends. 


Expansion of the home furnishings 
industry’s heretofore limited pub- 
licity campaign into a_ continuous, 
year-around program was endorsed 
by representatives of the National 


Retail Furniture Association, Na- 
tional Association of Furniture 
Manufacturers, Southern Furniture 


Manufacturers’ Association, and Na- 
tional Wholesale Furniture’ Sales- 
men’s Association. 

Details of the drive have not yet 


been drafted, but it was announced 


that for 1938 a steady flow of 
publicity material culminating in 
National Furniture Week is_ con- 
templated. 


The campaign will begin as soon 
as the plan has been ratified by the 
manufacturer associations. First 
step will be the distribution to news- 
papers throughout the country of a 
weekly home _ furnishings feature 
service containing articles and illus- 
trations of new merchandise. 

Similar special sections were pub- 
lished in 1937 by more than 300 
newspapers, it was announced by 
Clark B. Kelsey, NRFA merchandis- 
ing director in charge of the pub- 
licity campaign. 


REFRIGERATOR EXHIBITORS 


Apex Rotarex Corp., 1070 E. 152nd 


St., Cleveland, Ohio. Represented by: 
Cc. W. Smith, D. M. Thomas, R. E. 
Kortepeter, J. F. Stephens, C. W. 
Toland. 

Continental Corp., Fond du _ Lac, 
Wis. Represented by: Edward T. 
Janecek, Henry Miller. 

Coolerator Co., 50th Ave., W. and 


Wadena, Duluth, Minn. Ice refrigera- 
tors. Represented by: J. H. Ganzer, 
vice president; H. C. Beresford, ad- 
vertising manager. 


Copeland Refrigeration Corp., Sid- 
ney, Ohio. Represented by: F. J. 
Gleason, vice president; and W. G. 


von Meyer, sales manager. 

Edison General Electric Appliance 
Co., Inc., 5600 W. Taylor St., Chicago, 
Ill. Represented by: J. Parker. 

Fairbanks, Morse & Co., 21st and 
Northwestern Ave., Indianapolis, Ind. 
Represented by: Parker H. Ericksen, 
Joseph C. Lewis, Bob Anderson. 

General Electric Co., Nela Park, 
Cleveland, Ohio. 

Gibson Electric Refrigerator Corp., 
515 W. Williams St., Greenville, Mich. 
Represented by: Charles J. Gibson, 
president; F. E. Basler, general sales 
manager; J. L. Stephens, sales pro- 
motion manager; W. D. Krauter, 
service manager; E. F. Edsall, assist- 
ant to general sales manager; E. D. 
Jacobs, division sales manager; W. J. 
Browne, division sales manager; S. E. 
Sweet, special representative. 

Harder Refrigerator Corp., McKee 
Refrigerator Co., Cobleskill, N. Y. Ice 
Refrigerators. Represented by: H. L. 
Merrill, sales manager; C. J. Andrews, 
assistant sales manager. 

Kelvinator Division, Nash-Kelvina- 
tor Corp., 14260 Plymouth Rd., Detroit, 
Mich. Kepresented by: R. C. Cameron, 
general sales manager; Sam C. 
Mitchell, advertising director; V. J. 
McIntyre, sales manager laundry di- 
vision; Pierre L. Miles, sales manager, 
range division; A. C. Scheifle. 

Landers, Frary & Clark, New Brit- 
ain, Conn. Represented by: B. C. 
Neece, W. J. Cashman, E. L. Farqu- 


harson, Lee Moss, H. H. Kimball, and 
H. M. Conlin. 
Leonard Refrigerator Co., 14260 


Plymouth Rd., Detroit, Mich. Repre- 
sented by: R. I. Petrie, sales manager. 

Potter Refrigerator Corp., 220 Dela- 
ware Ave., Buffalo, N. Y. Represented 


by: John C. Bonning, merchandising 
director; F. J. Bommer, Jr., chief 
engineer. 

Prima Mfg. Co., Sidney, Ohio. 
Represented by: C. K. Edward and 
E. J. Lauterbur. 

Universal Cooler Corp., 7450 Mel- 
ville St., Detroit, Mich. Represented 
by: F. S. McNeal, president; H. A 
D'Arcy, O. J. Kesti, O. Eastman, Don 
Mason, J. E. Brennan, Dwight E 
Morris, and Harry S. Gould. 

Westinghouse Electric & Mfg. Co., 
246 E. Fourth St., Mansfield, Ohio 
Represented by: R. E. Imhoff, V. E 
Vining, R. C. Cosgrove, Reese Mills, 
L. L. Shawber, H. B. Donley, S. F 
Myers, O. L. Alverson, D. M. Chriss, 


Bodenmuller, 
Schmidt, and 


H. F. MacGrath, A. J. 
Foster Perry, Elba 
Charlotte Ferris 

Williams Oil-O-Matic 
1201 E. Bell St., Bloomington, Il 
Represented by: M. V. Stagg, sales 
manager; A. W. Monroe, and R. A 
Coombs. 

Ice Cooling Appliance 
son, Ill. Ice refrigerators. 
by: Al Marenack. 


Heating Corp., 


Corp., Morri- 
Represented 


RANGE EXHIBITORS 


A-B Stoves, Inc., Battle 
Mich. Gas and electric ranges. Rep- 
resented by: W. L. Smith, H. F. Pat- 
terson, R. W. Lynn, N. T. Lombard, 
W. H. Trow, Jr., J. M. Montgomery. 

Aleazar Range & Heater Co., Mil- 
waukee, Wis. Gas ranges. Repre- 
sented by: A. T. Fish, H. A. Halvor- 
son, W. C. Steimke, T. E. Kelly, and 
H. W. Bergey. 

American Stove Co., 179 N. Michi- 
gan Ave., Chicago, Ill. Gas ranges 
Represented by: M. W. Bathelder, 
W. R. Clark, W. A. Framke, J. H. 
Kirby, and A. H. Rau. 

Cole Hot Blast Mfg. Co., 3108 W. 5lst 
St., Chicago, Ill. Oil burning cooking 
ranges. Represented by: J. J. Walker 
and A. F. Wedderspoon. 

Copeland Refrigeration Corp., Sid- 
ney, Ohio. Electric ranges. Repre- 
sented by: F. J. Gleason and W. G. 
von Meyer. 


Creek, 


Dayton Dealer Sales Vary Widely; Boom in 


Spring Helped as Holiday Sales Slumped 


(Concluded from Page 1, Column 2) 


appliance field. 

All appliance dealers active here 
last April were still in business at 
the close of the year, according to 
all available records. In fact, one 
new dealership had bobbed up into 
the local merchandising picture dur- 
ing that time. 

Dealers were asked how their sales 
volume for 1937 compared with that 
of 1936. Fifteen dealers gave a 
definite answer in terms of a per- 
centage gain. Of these 15 dealers, 
six reported increased sales during 
1937, four reported that sales had 
declined, while five estimated their 
sales volume for the two years to 
be about equal. 

By no means were these increases 
or decreases uniform, however. Esti- 
mates of individual dealers ranged 
all the way from a 70% increase 
to a 50% decrease. Nevertheless, 
the increases well outweighed 
decreases. 

But this apparently encouraging 
figure was made possible only by 
the great volume of sales made dur- 
ing the early part of the year, 
dealers everywhere in the city re- 
porting that it was only this extra 
margin which carried them through 


the last few months after ‘the 
bottom dropped out,” and enabled 
them to emerge from the year as 
well as they did. 

“Christmas business’ to most 
major appliance dealers in Dayton 
was a phantom. People simply 


weren't buying major appliances as 
Christmas gifts this year, they ex- 
plained. Instead, they were buying 
electric toasters, waffle irons, mixers. 

As one dealer expressed it, people 
were spending $5 bills, tens, and 
sometimes twenties—-but none were 


Cribben & Sexton Co., 700 N. 
ramento Blvd., Chicago, Ill Gas 
ranges. Represented by: E. V. Smith, 
H. E. Jalass, F. H. Goetz, and J. G. 
Schellenberg 

Detroit Michigan Stove Co., 6900 E. 
Jefferson Ave., Detroit, Mich. Gas 
ranges. Represented by: Thos. E. 
Bullion, John C. Pankow, and R. J. 8 
Cameron. 

Edison General 
Co., Inc., 5600 W. 
Ill. Electric ranges. 
J. Parker. 

Estate Stove Co., Hamilton, Ohio. 
Gas ranges. Represented by: A. M. 
Kahn, L. L. Kahn, and Ray Sullivan. 

Globe Stove & Range Co., Div. of 
Globe American Corp., 123 Broadway, 
Kokomo, Ind. Gas ranges. Repre- 
sented by: A. P. Chester, E. A. Maple, 
W. M. Birnbaum, B. B. Turner, and 
G. E. Trees. 

Kelvinator 


Sac- 


Electric Appliance 
Taylor St., Chicago, 
Represented by: 


Div., Nash-Kelvinator 
Corp., 14260 Plymouth Rd., Detroit, 
Mich. Electric ranges. Represented 
by: R. C. Cameron, general sales 
manager; Sam C. Mitchell, advertis- 
ing director; V. J. McIntyre, sales 
manager, laundry division; Pierre L. 
Miles, sales manager, range division; 
and A. C. Scheifle. 
Landers, Frary & Clark, New 
3ritain, Conn. Electric ranges. Rep- 
resented by: B. C. Neece, W. J. 
Cashman, E. L. Farquharson, Lee 
Moss, H. H. Kimball, H. M. Conlin. 
A. J. Lindemann & Hoverson Co., 
Milwaukee, Wis. Electric, gas, and 
oil cooking heating appliances. Rep- 
resented by: A. T. Fish, H. A. Hal- 
vorson, Leonard Campbell, G. R 
Clarke, T. E. Lynn, J. H. McKenna, 
Cc. A. Birmingham, J. S. Burton, G 
D. Armitage, N. Boruzak, and A. L. 
Novotny. 
Midland Steel 
Mt. Elliott Ave., Detroit, Mich 
line pressure stoves. Represented by: 
L. P. Warner and S. F. Parisoe. 
Renown Stove Co., Owosso, Mich 
Ranges and heaters for coal, wood, 
gas, oil, and electricity. Represented 
by: J. Edwin Ellis, W. A. Cooper, 
B. A. Nagelvoort, K. D. Hutchinson, 
T. C. Thomsen, and J. F. Darling. 
George D. Roper Corp., Blackhawk 
Park Ave., Rockford, Ill. Gas ranges. 
Represented by: W. E. Derwent, F 


6660 


Gaso- 


Products Co., 


K. Lawson, E. C. Sorby, R. E. Chase, 
W. S. Cadwallader, S. M. Barnes, and 
D. W. Bennett. 

Tappan Stove Co., 150 Wayne St., 
Mansfield, Ohio. Gas ranges. Repre- 
sented by: A. P. Tappan, C. V. Mc- 
Connell, H. L. Bohon, A. L. Smith, 
Z. Donigan, A. B. Ritzenthaler, and 
K. B. Miller. 

Walker & Pratt Mfg. Co., Water- 
town, Mass. Electric ranges, electric- 
coal combinations. Represented by: 
H. M. Parsons, Walter Borg, E. H. 
Donoho, and 8S. T. Barlow. 

Standard Gas Equipment Corp., 18 
E. 4lst St.. New York, N. Y. Gas 
ranges. Represented by: H. C. Er- 
hard, M. H. Douglas, W. S. Gould, 
E. C. Brandt, T. P. Kelly, and W. B. 
Sealander. 


the | 


parting with the hundreds. 

While only seven dealers reported 
that the introduction of refrigerator 
and appliance lines in the fall, instead 
of later in the season, helped to 
stimulate Christmas buying, 11 more 
dealers agreed that it probably 
would have done so had it not been 
for existing economic conditions. 

“As an idea, it’s fine,”” one dealer 
declared, “but it can’t do much good 
if the people simply haven’t the 
money with which to buy.” 

Another dealer voiced the opinion 
that the earlier introduction might 


help if all manufacturers partici- 
pated. 

“But when some do and some 
don't,” he explained, ‘prospects 


usually wait to see what the other 
lines are going to look like.” 

Still other dealers thought that 
bringing out the new appliance 
models in the fall, like most major 
automobile manufacturers now do 
with their products, would better 
enable appliance merchants to com- 
pete with the car dealer for the 


working man’s dollar. 

Comparatively few dealers added 
any equipment to their lines during 
the year. 

Twenty-eight dealers reported on 
the percentage of refrigerators sold 
by them last year to replace old 
mechanical refrigerators. In individ- 
ual cases these figures varied from 
0 to 27%, but averaged 6.3%. Several 


dealers stated that the number of 
replacement sales was rapidly in- 
creasing. 

Merchandising methods used by 


Dayton dealers during the past year 
also varied widely. 

Twenty-three dealers reported that 
they still did outside selling; eight 
stated that they did not. Of those 
engaging in this type of merchan- 
dising, 14 resorted to actual can- 
vassing. 

Local newspapers were found to 
be the most effective advertising 
medium by 15 dealers, while a few 
discovered that they obtained best 
results from spot announcements 
over local radio stations. 

Various types of use-the-user plans 
also found supporters among some 


dealers. Among the other common 
methods of increasing sales were 
cooking schools, contests among 


salesmen, and house-to-house surveys. 


THE BUYER’S GUIDE 


Deane sistiidcastie OUR NEW soon 


LINE OF COMPLETE 
MARKET EQUIPMENT: 
Walk-in Coolers, 
lay Cases, Reach-in 
estaurants, Hotels, 


. Display Cases, 
Vegetable Dis 
Boxes for 
and Bakers. 
@ Streamlined Beauty 
@ World's Highest ey 
@ Genuine Porcelain Interior and 
Exterior—(No_ Imitation 
Finishes Used) 
Assured Lifetime Vision 
Competitivel Priced 
Liberal Dealer’s Discount 
Financing Plan for Dealers 
Over 40 Years of Experience 
WRITB IMMEDIATELY FOR 
FULL DETAILS 


! FOGEL REFRIGERATOR co. 
16th & Vine Sts., Philadelphia, Pa. 


ANOTHER HELP FOR 


Gherer Dealers 


available. 


*‘Profit-Making Meat Displays’’—a new 32-page booklet 
tells meat merchants how to get greater profits from 
their displays. 

The Sherer Franchise assures you of complete coopera- 
tion from the factory. Write for details about the She 
Case and Cooler Franchise. Valuable territories still 


AND DISTRIBUTORS — 


rer 


enh. MICHIGAN © 


§700 Avalon Boulevard 


LAYOUT AND PLANS A PART OF LEITNER SERVICE ° ‘ 


E Special Leitner PE 


Weber Showcase & Fixture Company, Inc. | 


SMART — 


The most complete line of 
Refrigeration Equipment — New 
Streamlined Beauty — Unchal- 
lenged quality. Exclusive Terri- 
tories Now Available — Com- 
plete Financing Plan. 
Established 1902 — 


Cable Address: ““WEBERCO" 


Los Angeles, California 


LEITNER 


ALESS BACK BAR 


Pie Case e Refrigerator 
Water Cooler 


This combination special 
back bar can be furnished 
in all stainless steel or 
white porcelain enameled 
steel, trimmed with stain- 
less steel. 

M. LEITNER & CO. 
2322 Ogden Ave. . Chicago, Ill. 
WRITE FOR FREE CATALOG 


1TIN€ WOLSND SI LNIWdINo® 


NEW — 
ECONOMICAL 


with the use of 18-8 Enduro Stainless 


Steel. Built for the person who wants 
only the best in a modern Reach-In. 
Style—Quality Endurance Beauty 
Adaptability which only Bromann 
Bros. can give you in a reach-in built 
for the quality buyer, yet priced in 
the low priced field. 


W rite 


BROMANN BROS... Ine. 


Fulton & Peoria Sts. 


Chicago, Ilinois 
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THE BUYER'S GUIDE 


; ae 
Dayton V-Belts are the logical choice for Gal 
_all types of appliances, because they pro- . 
vide silent, dependable transmission — eile 
because their powerful grip prevents a) See ey 
slippage—because they run smoothly /~ 
without weaving, twisting or vibrating. A. 
nearby distributor carries a complete stock. 
Cf ae ae i 
TON RUBBER MANUF 
DAYTON, OHIO 


a ” FOR COPPER PIPE 
SLeainer 
2 Exceptional design. Made of brass. 
Negligible pressure drop. KEasily 
removable = screen. Very large 
screen area. Light weight. Trap- 
ping of oil can be entirely pre- 


vented by installing strainer on 
its side or in a vertical position. 


Write for Catalog 62: Dryers, 
Strainers, Valves and_ Service 
Tools. 


HENRY VALVE C0. cyicteo ‘tc 


Stocked By Leading Jobbers 


Refrigeration Shafts 


* Standard in the Refrigeration and Air Condi- 


tioning industry for reliable, accurate, time 
—— ya tested service. Send your blueprints and 
monthly specifications for estimates on your Shaft 
bulletin, requirements. 
‘‘Modern Shaft 
Craft.” 


MODERN MACHINE WORKS, Inc. 


5353 S. Kirkwood Ave. Cudahy 
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GALES FIXTURES 
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This year, more than ever, the 
Tyler line is the popular line 
in the commercial refrigera- 
tor field. Now complete with 
Top Display, Double Duty, 
Delicatessen, Reach-In cases 
and Walk-In coolers. Sizes 
and types to take care of 
every prospect. Welded steel 
construction and other exclu- 
sive features make TYLER 


THE FAST SELLING LINE 


Tyler's quantity production methods have made 
possible a new standard of values that gives you 
unbeatable sales ammunition. Write now for new- 
est literature and dealer details. 


TYLER FIXTURE CORP. Dept. £. NILES, MICH. 


MEW YORK OFFICE 60! w 267" ST CHICAGO OFFICE 1663 W OGDEN AVE 


OFFICES 


New York 
480 Lexington Ave. 


‘CHIEFTAIN ’’ 


QUALITY-BUILT 
COMPRESSORS and 


CONDENSING UNITS Room 2258 
All bearings diamond bored. Positive La Salle-Wacker 
lubrication of parts by newly de- —s 
veloped process plus forced feed | Detroit Export 


lubrication in all models. 

— Sizes Ve, Vs, %, VAT) Vo, % H.-P. 
Model No. 500-A Write for prices 
co. 


TECUMSEH PRODUCTS 


Tecumseh, Mich. 


ent 
1002 Palms Bidg. 
Los Angeice 
122 ariposa St. 


St. Louis 
577 Arcade Bidg. 


| 
| 


Anstallation Methods 


ROM hand operated to automatic 

(constant pressure) and then to 
thermostatic has been the trend in 
the development of expansion valves 
for commercial applications over a 
period of several years. 


The automatic expansion valve 
has the advantage over hand-operated 
valves of automatically maintaining 
a constant suction pressure without 
manual adjustment. 


Thermostatic expansion valves, by 
maintaining the desired superheat at 
the outlet of the evaporator, provide 
for full use of the entire evaporator 
surface regardless of varying load 
conditions and insure a much higher 
overall efficiency than either the 
hand-operated or automatic valves. 

However, there are still many 
applications in which hand-operated 
expansion valves may be used advan- 
tageously. 


H. H. Lamar, chief refrigeration 
engineer, Kerotest Mfg. Co., has 
written recently regarding a dia- 
phragm packless hand _ operated 


valve which his company is supply- 
ing. The valve is provided with a 
needle point seat, 


the fine adjustment necessary. 


PRINCIPAL FUNCTION 


The principal function of a hand- 
operated expansion valve in a com- 
mercial, industrial, or air-condition- 
ing system when used in conjunction 
with a by-pass is to allow for manual 
control of the suction pressure in 
case of a failure, or breakdown of 
regular thermostatic expansion valve. 
This arrangement allows for opera- 
tion of the system, to prevent product 
losses, while the thermostatic valve 
is being repaired or replaced. 


By-pass hookups and hand-oper- 
ated expansion valves are required 
on government marine installations 
and are used extensively in merchant 
marine service, where a failure of 
the thermostatic valve might result 
in an appreciable cargo or stores 
loss. 


USE ON FRUIT BOAT 
A. B. Schellenberg of the Alco 


valves on a fruit boat carrying huge 
cargoes of bananas. 


To obtain the fast pulldown (the 
bananas are loaded at a temperature 
of around 100° F.) necessary to 
defer ripening, the thermostatic 
valves are closed from the circuit 


and the hand-operated expansion 
valves are used. 

Reason the thermostatic valves 
are not used for the initial pulldown 
is that the operating engineers do 
not wish to sacrifice even the small 
amount of evaporator surface lost 
by the superheat necessary to oper- 
ate the thermostatic expansion valves. 


which, according | 
to Mr. Lamar, is necessary to obtain | 


Valve Co. recently acquainted us 
with an interesting application of | 
Kerotest hand-operated expansion | 


By using the hand-operated valves 
they can flood all the coil—even to 
the extent of allowing some refrig- 
erant vapor to slop over in the 
suction line. 


By using this method they claim 
to obtain a faster initial pulldown. 
When the temperature is reduced 
and the bananas are chilled the by- 
pass is closed and the thermostatic 
valves put back into service for the 
balance of the voyage. 


ONE APPLICATION 


Another important use of _ the 
hand-operated expansion valve ex- 
plained by Mr. Schellenberg is shown 
in Fig. 1 and explained as follows: 

When a float switch and magnetic 
valve are used to operate a flooded 


| 


Hand-Operated Expansion Valves Useful in 
Making Certain Jobs Operate Correctly 


BY K. M. NEWCUM 


evaporator, it is desirable to install | 
a hand expansion valve on the out- | 


let side of the magnetic liquid stop 
valve. 

The hand expansion valve provides 
a means of regulating the rate of 
flow of the refrigerant into the shell 
and tube or flooded evaporator. It 
is very necessary in this case, since 
the magnetic valve 
open or fully closed. 


By regulating the hand expansion | 


valve the frequency of the operation 
of the float switch and magnetic valve 
can be regulated so that a smooth 
running system will result. Another 
advantage of the hand expansion 
valve in this type of installation is 


that the expansion of the refrigerant | 
evaporating | 
pressures takes place at the hand | 


from condensing’ to 
expansion valve rather than in the 
magnetic valve. 


SAVES MAGNETIC VALVE 


This, of course, means much longer 
valve life in the case of the magnetic 
stop valve. Magnetic stop valves 
are not intended to be expansion 
valves and 
tected by hand expansion valves. 

The float switch and magnetic valve 
have a wide application. Carrier 
Corp., for example, uses it on all of 
its water cooler installations, and 
many other organizations use it for 
flooded control. The float switch is 
installed at the desired liquid level 
and makes and breaks a circuit to 
a magnetic liquid valve in accord- 
ance with changes in the level. 


Sherrouse Co. Is Electrolux 
Dealer in New Orleans 


NEW ORLEANS—tThe Sherrouse 
Appliance Co., Inc., has opened at 
233 Baronnet St. as new city dealer 
for Servel Electrolux refrigerators. 
Julian M. Sherrouse, for the past five 
years sales manager of the house- 
hold appliance division of A. Baldwin 
& Co., district Servel distributor, is 
head of the firm. M. F. Bloomen- 
stein is secretary-treasurer. The firm 
also handles washers, gas ranges, 
and radios. 


One Use of the Hand-Operated Expansion Valve 


Sf r AW AT OR 


i FLOAT 


SWITCH 


BRINE 


CONNI CTIONS 


Fig. 1—When a float switch and magnetic valve are used to operate a 
flooded evaporator, it is desirable to install a hand expansion valve on the 
outlet side of the magnetic liquid stop valve, as illustrated in the drawing. 


should always be pro- | 


is either fully 


New Tag Thermostat 
Is Introduced 


BROOKLYN—A new Tag ‘Snap- 
on” household refrigeration thermo- 
stat, type R-40, has recently been 
introduced by C. J. Tagliabue Co. 

Type R-40 incorporates a stainless 
steel frame, single dial “on-off” 
switch and is suitable for use with 
a.c. motors at 110 or 220 volts, up 
to % hp. 

The control is not equipped with 
overload motor protection and is for 


ADJUSTMENT 


RANGE ADJUSTMENT AND 
*F & ON HAND SWITCH 
a “ 


el we 


use as original equipment or replace- 
ment on refrigerators having other 
types of motor overload protection. 
The bellows cup and tube and bulb 
assembly may be replaced by remov- 
ing four screws which secure the 
assembly to the control frame. 
Differential adjustment, which 
changes the cut-in temperature only, 
is made accessible by removing the 
cold control knob. Adjustment is 
made with a small screw driver. 


|” gana ON cartridges using Acti- 
vated Alumina to put refrig- 
eration units back into operation 
efficiently. They've proved their 
stuff, in actual service. 

By inserting a cartridge filled 
with Activated Alumina tempo- 
rarily in the system, trouble from 
moisture is cured. Activated 
Alumina adsorbs moisture from 
refrigerant circulated through it. 
We shall be glad to furnish names 
of several cartridge manufactur- 
ers. Or. if you make your own, 
Activated Alumina is available 
through your regular parts jobber. 


NEXT YEAR’S SALES POINT 


As yvouknow. moisture may remain 
a ecg gn gs tt 
mechanisms, in spite of controlled 
baking and careful handling. So 
why not build the cartridge of 
Activated Alumina permanenily 
into the refrigerating system, 
and eliminate moisture trouble? 
ALUMINUM ORE COMPANY. 
Sales Agent: ALUMINUM COMPANY 
OF AMERICA, Pittsburgh, Penna. 


ACTIVATED 
ALUMINA 


PREVENTS CLOGGED REFRIGERATOR VALVES 


e 
: 
+ 
: 
¢ 


Litt NP te daisy ~ » 


oF x, 


oe eee a Pe OTSA TIA Wilace ecat et ong 5, PAM Lis ne Ope Ci rae ak pee nit ac Raat ae d= eee nh eee eee RENUR Fy Naa Cyl Tae OL ia ail ml! ele i ee UM Rs So A OR eM ea et ot ni Me ee eek Le 
a Fe co i i: aos 6. 8 Sa al od 5 oh. ileailae ee pao es _ i, fete ta cad Les : oe i zt D ters ee. J oie ek ze h : ee ; to ong Tea Pa 3 s ; ’ pices pee 5 aie =: See ay i ee 4 te td = hae BC ° zi 
ee Se ee Heir! Oia Be ne i SENG hen oe ear edge ET ity eRe Np Mey re tae Raine ee Shc eee eees oT et See OPS So ae er Se es He Si SA bea i A. Ee ee Ree we ee oy eee ONG a eee ee 
Mr eee ri sagt pce ee eet pM oy eat at | nl ee ce On Fee Se Rae ae ie et eR gs ee AtEe eh Fil erie Ae ama At ce IRR ce, a SR ee et AG le Sa Pa RS Gs Ci RE ae a A I A ee os aa a pay ee a ae 
ia ee ee a a ee a I oe Re 
- P Be i = r pene : aot : rabal ve “tte m a4 pi ae : . aR Se Fr a if j a : B57 Lee eae = tS Zeta i sell : ae eh ; ae ee i he a moins -) ee aoe oo hg RR ee ar i . Ae i eeepc aie 
= ee 
tees ct ii i a a pipe tee i eens 
| | 
| § 
| ee 7 
| ; 
ee * * . eo 
a ee cae ye 7 ae 
ane fee ee 
ae i siaile AS = { wf oP Te ani | : 
ia 7 | 7 * | 
2 id | : : / ea ee 
i. es ; ; ; | 
re = ee i aia an 
= | ED F id ae | ——<———e ST, ATTACHMENT 
a F a | a i >) ae | 
= Sa ee | f isi i 
sig 4 Bonen ‘S hoe att 40 
7 es as) SE 
. N Y nace w «5 < ' , F af : r td dene 
oe 170 ciisankpl | 
ward ed | || » Hes i 
wicig “oweratanes = ie Nae y: : 
" a LS pe ee ? 
i “TE fi DFFERENTIAL ; 
iis 2. Lec) a : 
2 Bs % Ae : © aS ee : ol 
: ! pt | » : | F 
ae i —— 2 . Mies eee eee | oR AT f=" 
a A ap 4 mm. ee ee | es (1 &n %) | | 
. ~~ Maytom: — SOME 
- Come ae = 
if a ee 
pe | 
i : = 
A a 
SK = | | 
Me wD Po 
=. , a ee (ey| oe 
ia Pe a 7 Ave Me 
e ox Type lg Lj he j 
‘8 a 895 ~ : ; rf JE y 
he ‘ 
a ( AVE | 
7 Sa taint idence ied eae RAE tte apt R ) SEEN 
2 yy n~. 24 eo) |») ll ey) “~taL | 
ca pAyKY SE 
Aiea ( { 
; re wo of . 
i | —s crv \G | 
; wh \" ) 
: WW RVBOE” yur | 
Bi ™) cd 6) F ( 
° ROL pene poison’ | 
anes 1 
| “I V A ie J Jobe 
: , 7 | | 
| eg Sa ae _ 
ee 
4 | , 
i e ¥ I 
if me Bie = 
; | eid 
a t 
bal y ‘ a 
i t 
\ { 
/ i! 
ee ee : 
a yk Geen. er i sus lw: Ms gt bt Sc sk a 
\ | c LANE 
| wie twat ee © n a = — 3 
: 3 
3 * ' ; 
pe p OR 
1 eee cena eel rr MAGNET ; c 
Z ! Al \/F 3 
; er eae 5 | 1 ; nr 
; / b 
Queene 1) W ANL + it 
f = ete ae oa SS ' = & — ‘l t 1, -XPANSION FILTER f} 
') VALVE Fd 
{= _ A THERMOSTAT a, | 
ag | ects . | 
§ > _ “a ; | 7 i 
% a. 2 a SS=ssies : 
" ya ; >" 
J ’ s@ » - ON — AORO —_— 
‘ <4 ¢ bre: 4 / — = \ ‘oman. —s 
Se 
| 
| as 83S; 
e . 
yee | hl SE OR Ae Re AE la, UR Tae a Pee hie ean eee AUR nse ec ae ghey Wee Lip eA Rn een rE Pare ts a 
. " Ce ee % in i oi 6 ya re Ee te ig ie ee eat * a) ae pile Pa ath = Pera re ee sn Leena Cee 4 7 


RENN Migr A nee ne Sa PoERE ne he, ee 


Sa aE ac ait 


stat 


y “Snap- 
thermo- 
tly been 
ibue Co. 
stainless 
“on-off” 
use with 
volts, up 


ved with 
id is for 


ENT 


ER 
CTS 


otection. 
ind bulb 
’ remov- 
ure the 
ne. 

which 
ire only, 
ring the 
nent is 
ver. 


“ail 


G 


wh 
put! 
ee 


Tu Acti- 

refrig- 
eration 
d their 


e filled 
tempo- 
le from 
tivated 
e from 
ugh it. 
names 
factur- 
ir own, 
ailable 
jobber. 


POINT 


remain 
sages of 
trolled 
ing. So 
idge of 
anenily 
») stem, 
rouble? 
PANY. 
MPANY 
Penna. 


4 
@ 


ee et ee 


see eee SS 


AIR CONDITIONING & REFRIGERATION NEWS, JANUARY 12, 1938 


23 


Cewice News 


‘Keep the Unit in Operation Even if You 
Must Lend the Customer a Unit’ Is Motto 
Of Successful Baltimore Service Company 


BALTIMORE A service policy 
hased on the fact that refrigeration 

an essential function that must 

kept in operation at all times has 
vabled E. E. Starkey, manager of 
iectric Refrigeration Co., to expand 
is business steadily since its incep- 
on seven years ago. 

To keep customer’s equipment in 
ull operation while service work is 
being done, motors and compressors 
arried in stock are lent to the 
ustomer without charge. Thi: serv- 
ice, which is similar to the operat- 
ing policy of the electric storage 
battery industry, is especially valu- 
able to commercial establishments 
where it is virtually impossible to 
operate without the use of a func- 
tioning refrigerator. 


3 TRUCKS, 24 HOURS 


Maintaining a_ service of _ this 
character means keeping three serv- 
ice trucks in use 24 hours a day, 
and mechanics on hand to answer 
calls day or night. When it becomes 
necessary the company cars are sup- 
plemented by the personal cars of 
Mr. Starkey and the service men. 


All types of household and com- 
mercial refrigeration service and in- 
stallation work are handled by the 
company. According to Mr. Starkey, 
the business is divided about equally 
between household and commercial 
work. 

The household work includes serv- 
icing of refrigerators in customer’s 
homes, the business being secured 
through personal and telephone solici- 
tation after it has been ascertained 
that the prospects are owners of 
refrigerators and the guarantee 
period is up. 


DEAL WITH DEALERS 


Business is also obtained through 
arrangements with distributors of 
household refrigerators, department 
stores, furniture houses, and appli- 
ance dealers who do not have their 
own service departments. 

Commercial work includes’ soda 
fountain, restaurant and similar lines 
of service. A good portion of the 
soda fountain work has been secured 
through contacts with store equip- 
ment distributors. Similar contacts 
in the restaurant field have been 
of material help in securing business. 


Apartment house jobs form a sub- 
stantial part of the business. The 
fact that nearly all apartment houses 
are equipped with electric refrigera- 
lion offers a fertile field for this 
iggressive company. Personal solici- 
tation of owners and managers of 
large and small apartment 
accounts for the majority 
business, relates Mr. Starkey. 

While figures on the total annual 
volume of business are not available, 
the unit job varies from $1.50 for 
a minor adjustment on a household 
refrigerator, to more than $100 for 
the complete overhauling of a large 
commercial job. This wide variation 
in prices makes it difficult to arrive 
at any average job costs, Mr. Star- 
key said. 


of this 


REFINISH CABINETS 


A special department of Electric 
Refrigeration Co. is engaged in the 
complete refinishing of household 
refrigerator cabinets, and when the 
box comes out of this department 
it is almost impossible to tell 


from new. 


131 State St. Boston —76 Beaver St. New York 


i 


it 


houses | 


The refinishing job is absolutely 
complete, even to the hardware on 
the outside of the refrigerator. This 
work supplements the regular serv- 
ice work, such as installing new 
motors, belts and compressors, and 
adds materially to the income of the 
business. 


CONVERTING UNITS 


In the commercial department 
facilities are maintained.for convert- 
ing water-cooled compressors to air- 
cooled units. This unusual service is 
made possible by years of experience 
in the refrigeration field and by 
keeping abreast of developments in 
the indusiry. 


An unusually large stock depart- 
ment eliminates delays in work 
caused by the necessity of securing 
parts. Compressors and motors are 
carried in a full range of sizes, from 
¥% hp. to 1 hp. Parts taken from 
stock are immediately replaced so 
that an adequate supply of materials 
is always on hand for immediate 
use. 


ADVERTISES PROFUSELY 


Mr. Starkey maintains that it is 
good business to advertise in news- 
papers and to use telephone listings 
of a display character. In addition 
space is used in programs issued for 
church carnivals, community enter- 
tainments, and other civic affairs as 
a means of building customer accept- 
ance and good will. 

Service contracts have led to poten- 
tial customers for new refrigerators 
and for this reason the Electric Re- 
frigeration Co. now handles a com- 
plete line of Westinghouse and Gen- 
eral Electric units. In merchandising 
these boxes the company does not 
employ outside salesmen, as most 
sales are made through contact with 
users and as the result of service 
calls. 


THEY SELL, TOO 


When the service man finds that 
a customer’s refrigerator is beyond 
repair it is suggested to the customer 
that a new box would be the best 
thing. In many instances sales are 
made as this type of contact accounts 
for perhaps 75% of the new unit 
business. 

Over a period of seven years Mr. 
Starkey has built up his business to 
the point where it now requires a 
two-story building at 609 East 25th 


St., Baltimore. The ground floor is 
used for display room, shop, and 
parts in constant demand. The 


second floor is given over to stock. 
Winter Service Plan 
Offered for $2.25 
DETROIT—A special winter serv- 
ice plan for owners of Copeland elec- 
tric refrigerators is being offered 
here by American Electric Gas Corp., 
Copeland sales and service distribu- 
tor for Wayne county, Mich. 
Included in the’ service, which 
costs $2.25, are the following items: 
Cleaning expansion valve screen; 
cleaning condenser; tightening and 
adjusting belt; oiling motor; check- 


ing all parts; readjusting pressure; 
replacing worn gaskets. 


Lee Babin Is Ainniiated 
With George Boone 


NEW YORK CITY—Lee Babin, 
formerly with Melchior, Armstrong, 
Dessau Co. here, is now associated 
with George I. Boone, manufacturers’ 
agent representing a number of com- 
panies in the refrigeration and air- 
conditioning field. 

Mr. Babin joined the Melchior or- 
ganization in Philadelphia, and later 
was transferred to the New York 
City branch as assistant to William 
A. Griffin, purchasing agent. 


| throughout 


Steam, Well Water and | 


Direct Expansion Units 


Used in Drug Store Job 


NEW CASTLE, Pa.—Steam heat- 
ing is combined with direct expansion 
and well water cooling to air condi- 
tion the New Castle Drug Co.’s store 
here, according to R. M. Gillman, 


who installed the system. Both heat- | 
ing and cooling are accomplished | 


through the medium of a 15-ton 


Fedders “All-Season” air-conditioning | 


unit. 


For summer cooling, water is 


taken from a shallow well at a tem- | 


perature which never exceeds 57° F. 
This water, after being passed 
through the cooling coils, is used in 
the refrigeration condenser. Approxi- 
mately six tons of refrigeration are 
removed from the water coil, and 
about seven tons from the direct 
expansion coil. 

A standard control system is used 
for the heating and cooling coils. 
The water flow through the water 
cooling coil is regulated by an auto- 
matic valve. This same valve controls 
the flow of steam when the coil is 
used for heating. 

Automatic self-cleaning spray noz- 
zles operated by a humidistat in the 
store provide the necessary moisture 
for winter humidification. 

Fresh air and recirculating air 
dampers are automatically controlled 
by a thermostat so that as outside 
air temperature approaches’ the 
desired inside air temperature, the 
proportion of fresh air introduced 
into the system increases. 

The air circulation system of this 
installation includes a number of 
uniformly spaced air delivery grilles 
and a long return duct fitted with 
several openings. 


The system maintains uniform tem- | 


of variation 
store, and 


perature with only 1° 
the entire 


| makes possible a complete, draftless 


air change every three and one-half 
minutes. 


CLASSIFIED 
ADVERTISING 


RATES: Fifty words or less in 6-point 


light-face type only, one insertion, $2.00, 
additional words four cents each. Three 
insertions $5.00, additional words ten 
cents each. 

PAYMENT in advance is required for | 
advertising in this column. 

REPLIES to advertisements with Box | 
No. should be addressed to Air Condition- 
ing and Refrigeration News, 5229 Cass 
Ave., Detroit, Mich. 

POSITIONS AVAILABLE 
CAPABLE, EXPERIENCED man as 
regional supervisor for superior line of 
commercial refrigerators favorably known 
and in use from coast to coast. Some 
traveling for selecting and training sales- 
men. Reply fuliy giving age, education, 
experience, ete, and when available. 
Salary and bonus. Box 1005, Air Condi- 
tioning & Refrigeration News 
WANTED: Commercial refrigeration and 
air conditioning engineer for permanent 
position with manufacturer at once in 
the East with knowledge of compressor 
design, and some sales ability. University 
graduate preferred Write giving full 
particulars and salary desired. Box 1006, 
Air Conditioning & Refrigeration News 


BUSINESS OPPORTUNITIES 


MANUFACTURER WANTED—We have 
developed a new design of cooler, package 
job-proven in the field, both sales and 
operation, and would like to open negotia- 
tions with manufacturer capable of as- 
sembly, carry modest inventory and 
having sufficient financial strength to 
discount installment paper. We will pro- 
vide the item and sales in any volume 


desired up to a million dollars or more 
per year with substantial profit assured. 
Box 1007, Air Conditioning and Refrig- 
eration News. 


REPAIR SERVICE 


DOMESTIC CONTROLS repaired. Ranco 
pencil types $1.75. General Electric, Cutler- 
Hammer, Tag, Penn, Ranco box types 
2.00. Bishop Babcock, Majestic, Penn 
magnetic types $2.50. Mayson and Detroit 
valves $1.15. Thermostatic expansion 
valves $3.50. All calibrated to factory 
specifications. UNITED SPEEDOMETER 
REPAIR COMPANY, 436 West 57th Street, 
New York City. 


PATENTS 
HAVE YOUR patent work done by a 
specialist. I have had more than 25 years’ 


experience in refrigeration engineering 
Prompt searches and reports. Reasonable 


fees H. R. VAN DEVENTER (ASRE), 
Patent Attorney, 342 Madison Avenue, 
New York City. 


THE BUYER'S GUIDE 


Seepage-Proof 


FITTINGS 


“Built Right to Stay Tight’’ 


Every style and size of forged flared 
tube fitting for the refrigeration indus- 
try is available from standard stock at 
Commonwealth. 


Thousands of semi-standard patterns 
enable us to quickly furnish any desired 
variation in pipe and tube ends. 


Special fittings made to order. 


Commonwealth fittings are correctly 
designed, carefully machined, and tube 
seats are protected in shipping. 


25 years of service to the industry. 


COMMONWEALTH 
BRASS CORPORATION 


Commonwealth at Grand Trunk R. R. 
DETROIT, MICH. 


Service More Units - Make More Money 
Sell the belt that fits the job 
Jobbers everywhere 


i¢ 


120-page Catalog 
Pocket Size — Fully Indexed 
Makes it easy to 
find the belt you want 
Get copy today 


L. H. GILMER CO., Tacony, Philadelphia 


“THE OLDEST FIRM OF RUBBER FABRIC BELT SPECIALISTS” 


| MILLS 


COMPRESSORS | 


Sor Commercial Use 


Mills Novelty Company * 4100 Fullerton Avenue * Chicago, Illinois 


HARRY ALTER'S 


Y DEPENDABOOK 


Catalog No 121 jan Feb 1938 


You MUST 


air circulation for 


a Walk-In 


have correct 
correct cooling in 


Cooler. The Rempe 


AUTODRAFT 


is designed for positive circulation 
and maximum cooling. Write 
for interesting data. 


é 
corts 


340 N. Sacramento Blvd. 
CHICAGO 


, 


S.A.E. FLARED FITTINGS 


Brass forged nuts, tees. elbows 
and crosses will not crack. 
Heavier and stronger than stand- 
ard—non-porous——no seepage or 
season cracking. Tees and el- 
bows have flats for wrench. 


A tight system calls for 


FITTINGS THAT WILL STAY TIGHT 


MPERIAL S. A. E. flared fittings have been set- 
ting a mighty fast pace in the air conditioning 


and refrigeration field . and their rapid accept- 
ance by installation and service men is based on 
results. Imperial fittings are tight when the job is 
finished and they stay tight. 
Write for catalog covering com- 
plete listing of sizes and prices. 
IMPERIAL BRASS MFG. CO., 565 S. Racine Ave., Chicago 


IMPERIAL tig 


VALVES ~- TOOLS - CHARGING LINES - FLOATS - DEHYDRATORS - 


ORDER FROM 
YOUR JOBBER 


STRAINERS 
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